





- In This Issue—Many New Accessories Described 

















January and winter— 
and every Jordan dealer 
for the first time in the 
history of the business 
without an excess car in 
stock—Look out for the 
first warm day of spring. 

















President 
Jordan Motor Car Company, Inc. 
Cleveland 
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A big beautiful Six - - 
five-passenger, tour- 
door, four brakes, 
balloon tires, and a 
Hupmobile --ata re- 

markable price 
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Hundreds bought before any distributor had a sample. 
That is the way the public values Hupmobile reputation. 
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THERE’S A VICTOR 
LAMP FOR EVERY 
AUTOMOTIVE NEED 
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“T not only expect to get more 
business by giving service 
but I get more business ~~ 


‘‘—and that, ladies and gentlemen, is 
my answer to those who say ‘Oh, that’s 
just a stunt to sell lamps.’ 


“All service is selfish. If it wasn’t, 


those who help you and me to live © 


would starve to death themselves. 


‘‘When I started several months ago to 
make certain that every car leaving 
my garage was perfectly and safely 
lighted, I started to do more business 
but—I also started several other 
things as well. 


“Today there is a well defined move- - 


ment in this city to make certain that 
all cars are adequately lighted to in- 
sure safe night driving. 


let 





‘‘It is because of this movement that 
I am here tonight. 


‘How many of you are driving cars 
that are fully and safely lighted? 


“Even if every one of you can answer 
‘Yes’ to that question, we have only 
just started. 


‘*You can never be safe when driving 
at night until every car you meet is 
just as safely lighted as your own. It’s 
the glare from the other fellow’s head- 
lights that blind your eyes. It’s the 
dark tail lamp on the car ahead that 
causes the rear-end collision. 


‘‘What can you and I do to increase 








the number of safely lighted cars on 
the highways? 


‘*‘I am making certain that every car 


serviced in our garage is perfectly 
lighted. 


‘*You should not only see that your 
car is safely lighted but that all other 
cars are so equipped. 


‘*The most effective way is to sell your 
garage on educating every car owner 
on the absolute necessity of light in- 
spection. He can doit. If he makes 
money in doing it — and he will— so 
much the better. It will make him 
an enthusiastic worker, and enthusi- 
asm is an all powerful stimulant.” 


. &- & "2s - 


Every garage owner in the country is 
invited to write us on any question 
pertaining to light as applied to auto- 
motive vehicles. We can help you to 
help this nation-wide movement for 
better road lighting. Incidentally, 
you'll make money and so, of course, 
will we. But we'll do more than that 
—we'll be instrumental in making 
America’s Motor highways safe for 
night driving. The money we make 
will spur us on. All of which proves 
that commercialism can be insepar- 
ably connected with service, and still 
be for the greatest good to the greatest 
number. 


CINCINNATI.~OHIO 





From the study of Light 
: come Victor Jpohi Po 1 
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FILL IN AND MAIL THIS COUPON 
AND WE WILL SEND YOU FREE COPY 
OF 28-PAGE BOOK ON MOTOR- 
VEHICLE HEADLIGHTING. 


SS as 
ADDRESS 





THE CINCINNATI VICTOR CO, 


716 Reading Road 
CINCINNATI OHIO 
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Unbelievable! Yet this shutter actually 
sells for $5.50 (FORD SIZE) 


There isn’t a shutter of any kind on the market, at any 
price, with the sales possibilities of this new, Vernay 
All-Year-Round Shutter. 


It cracks the whole Ford market wide open for you. 
Ford owners who wouldn’t pay $10 for a shutter jump 
at this one. Those who use rugs or rags or imitation 
leather makeshifts are happy to throw them in the ash 
can when they see the Vernay. 


All-steel, all-brass bearings 
—nothing “tinny” about this 


The Vernay is a strong, durable shutter made to last as 
long as a car. It looks like ten or fifteen dollars’ worth 
and works as well as a fifty dollar shutter would. Beau- 
tifully finished in glossy black enamel. Bearings can- 
not rust and will not stick nor rattle. 


And it’s really an all-year-round shutter. The extra 
radiation surface—30% more than in other shutters— 
makes that possible. 


A sure-acting hand control 


The Vernay works from a handle that clamps on the 
dash. There’s no need to tell you of the gas saved by 
less use of choke, nor how it fights carbon and oil 
dilution and pays for itself in extra mileage. 


Another big feature! The normal position of the 
Vernay is open so that if accident breaks the cable the 
car can be run. No danger of a closed locked shutter 
from any failure of working parts, for there’s nothing 
to fail. 


Ford owners are buying this 


Get in on this now. Even if you are stocked up with 
other shutters get a few Vernays out in the trade and 
on cars, to sell next year’s business for you. The 
Vernay is sure to be the big seller in shutters next year. 
Wire or phone your order. 


LAMINATED SHIM CO., Ince. 
200 FourteenthStreet, Long Island City, N. Y. 
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1 FOR FRONTAXLE OVERHAUL | 







































HERE’S no middle course on a Ford front axle 

overhaul. It must be 100 per cent right or it’s 
a poor job. If you don’t get factory precision you 
are bound to get kicks from your customer. To- 
day the shops that are making a “real job” of this 
difficult overhaul are using the “Speed-Up” Tools 
designed for that purpose. Clean-cut work at a 
tidy profit. 


T-220. Axle Bushing Outfit. Renews worn 
spindle bolt holes in jig time with new bush- 
ings which hold standard spindle bolt more 
securely than original assembly. Outfitcom- 
plete as illustrated. Price $7.00. 


T-290. Screw-feed Refacer for Steering Body 
Bushing No. 2713. Easily makes a smooth 
cut with perfect alignment. Price $3.50. 


T-185. Front Axle Refacer. New oscillating 
principle faces off the upper and lower jaw of 
yoke as smooth as velvet. Price $2.50. 


T-184. Spring Spreader for Chassis Springs of 

all cars. Takes all the grief out of installing 

~ new model Ford spring in old axles. Price 
3.50. 


Send us the names of your shop foreman and mechanics and 
we'll mail each a copy of our valuable new free Handbook 18 


Stevens @ Company 
375 Broadway 1438 S. Mich. Blvd. 
NEW YOR CHICAGO 


“Thru 
your 
jobber— 
his 
service 
is 

33? 
economy 
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This symbol means that Studebaker prices do not 
include the profits of outside body-makers 


Studebaker dealers enjoy 
tive major advantages 
over competitors: 


—in price (One-Profit values) 
—in quality (Unit-Built construction) 
—in **No-Yearly-Models’’ 

- —in lowest time-payment rates 


—in factory promotion of Used Car 
Pledge 


The Studebaker fran- 


chise grows more valu- 
able every day. 





THE STUDEBAKER CORPORATION 
OF AMERICA 


SOUTH BEND, INDIANA 
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A remarkable opportunity 
for good dealers with 
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Syereis THE automobile world already knows, The 
ad Ne al NEW STUTZ has been accorded the most enthu- 
“Sl siastic reception ever given a motor car—by the 
wRAC | automotive engineering profession, by the technical 
press, by the trade, and by the motoring public. It is every- 


where conceded to be the automobile of the future. 


While thousands of applications have been received from 
dealers desiring to handle The NEW STUTZ, there is still 


some unassigned territory. 






This is because we want our dealer representation to be in 
the hands of the very best retail merchants in the automobile 
field, throughout the country. 


If you are an automobile dealer of recognized standing and 
capability, we invite you to get into correspondence with us. 


It may be that your territory is one that we are holding open 
for the best possible representation that can be secured. 


Write or wire us for full details. 


STUTZ MOTOR CAR COMPANY of AMERICA, Inc. 


' Indianapolis 


The NEW STUTZ will be shown at the Chicago Automobile Show 
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Lawyer Gets a 
Car Into Par 


the any 


* FORCES ENTRANCE « 
- ‘TO CENTRAL PARK 


NEW YORK, Oct. 28— Winslow E. 

-- Buzby and Whitney Lyon attempted to © 
drive into Central Park yesterday to test 

1e the right of the police to exclude them. 
They were accompanied by counsel. 

, Police Captain England said that the 
rules as to pleasure carriages applied be- 

-- cause he did not consider an automobile a 
pleasure carriage. Mr. Buzby was held in 
$100 bail for a hearing in the Yorkville 
police court. Mr. Lyon went on his bond —The Motor Age 


and he was released. of October 31, 1899 














In 1899 an automobile needed the aid of a lawyer to break into 
Central Park, New York. In 1926 there are drives and streets 
where no vehicles except automobiles are allowed! 


In 1899 the police captain said he ‘‘didn’t consider the automo- 
bile a ‘pleasure carriage’.’’ By 1926 the automobile had become 
too practical to be considered only a pleasure carriage! 


Nothing has helped more than Timken Tapered Roller Bearings 
to make motor cars so practical; so widely used; so confidently- 
accepted as the limit of value. | 


Mechanically the Timken product has aided motor vehicle man- 
ufacture. From a merchandising standpoint the Timken name 
has aided motor vehicle selling. By far the biggest part of the 
entire automobile cash volume is done on Timken-equipped cars. 


THE TIMKEN ROLLER BEARING CO., CANTON, OHIO 


TIMKEN 


Tapered 
ROLLER BEARINGS 
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THE NAME “WEED” IS ON 
EVERY HOOK 


ate “a ATT "| 


Advertising brings about first sales, but it cannot 
make thesecondsale of chains—or any other merchan- 











Modern roads are hard oncross chains, 


dise. No matter what extravagant claims are made. but WEED cross chains stand the gaff, 
because they are just hard enough to 
No retail business can succeed on one-time sales give maximum resistance to grinding 
i 99 ; abrasion on hard surfaced roads-and 

alone. It is “‘repeats’’ that keep your selling costs consthencuats toceslet becatns. Weed | 
down, and give a fair return on your sales overhead. cross chains are tested with a special 


magnetic testing machine invented in 
: : : the American Chain Company’s Re- 
WEED Chains today enjoy a better reputation and ie nanan emai ecm: Saree 
give better satisfaction than ever before 1n 23 years possible combination of hardness and 
. toughness. 
of service. They are supported by a strong, con- 


sistent and truthful advertising campaign. 
In 1926 sell more 


The most profitable 
of all accessories 


AMERICAN CHAIN COMPANY. Inc. 
BRIDGEPORT, CONNECTICUT 


In Canada: Dominion Chain Company, Limited, Niagara Falls, Ontario 


District Sales Offices: 
Boston Chicago New York Philadelphia Pittsburgh San Francisco 
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Summary and Index of Important Events in 


This Week’s Automotive News 


Detailed Stories from Motor AGE Staff Writers and Special 
Correspondents Appear in News Section Beginning on Page 32 


~ © OMPETITION in prices features present 
market, with majority of changes at New 
York show being reductions. Page 32. 


Automobile salon in Chicago will exhibit 50 
per cent more cars than last year. Page 32. 


New York banker sees best prospect for 1926 
in sound farm conditions. Page 34. 


John Duval Dodge has eight-cylinder, rotary 
valve engine at show. Page 34. 


Road builders’ show in Chicago is attended 
by more than 30,000 enthusiasts. Page 33. 


Committee of N. A. C. C. starts action in big 
rubber campaign. Page 33. 


N. A. D .A. urges more efficient management 
in 1926. Page 43. 


Studebaker reduces prices $100 each on seven 
closed models. Page 43. 


Ford arranges new finance plan for northeast- 
ern states served by Boston. Page 39. 


D. G. Roos leaves Locomobile to become 
chief engineer of Nordyke & Marmon. Page 39. 


Guayule rubber plant in Texas now is pro- 
ducing one ton of finished product daily. 


Page 39. 


December business in Salt Lake City is nearly 
double that of same month in 1924. Page 37. 


St. Louis dealers plan to hold annual show 
Feb. 22-27. Page 37. 


Manufacturers must co-operate with dealers 
in handling used car sales, Grant of Chevrolet 
says. Page 37. 


San Francisco reports 1925 best sales year 
since 1920. Page 36. 


December sales set new records in Louisville. 
Page 36. 


Rochester, N. Y., is planning biggest show of 
its history to be held Jan. 25-30. Page 36. 


War Department plans to quit servicing mo- 
tor vehicles and will give work to private re- 
pair shops. Page 35. 


Trade days at New York national show are 
regarded as more successful than ever before. 
Page 35. 


The Chicago Show Issue of Motor Age Will Be Published Feb. 4. 1926 
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Specialization in Maintenance Develops 


Quarter-Million Annual Business 


This Is Where Vice-Presidents in Overalls, Highly 
Exploited in Publicity, Receive Patrons and Preside 
Over Mechanical Work in Different Departments 


By ROY ALDEN 


UST an ordinary repair shop a few years ago, located 
in modest quarters on a side street, with the two 
owners comprising the entire mechanical force. 

Today rated as one of the largest exclusive automobile 
maintenance companies in the West, with a $250,000 
annual business, and land and building holdings, and 
equipment, valued at approximately $600,000. 

Such, in a few words, is the story of the Master 
Service Company of Los Angeles—an institution that by 
its remarkable success suggests Opportunities offered in 
the maintenance field. Every community has its garages 
and repair shops—dozens, scores or hundreds of them, 
according to car population. But notwithstanding the 
large numbers of maintenance establishments, exclusive 
of the shops of car dealers, there are comparatively few 
exclusive maintenance concerns which have built up par- 
ticularly large businesses. 


And yet the owners of the Master Service Company 
declare maintenance in the future will represent one of 
the most important branches of the automobile retail 
field. 

The Master Service Company is an organization that 
functions along distinctive lines, developed and organized 
with the thought of maintaining the all-important factor 
of personal contact. How this has been accomplished 
presents an interesting story. 


C. B. Kerr is president of the company. With George W. 
Gardiner, now general manager, he founded the original 
shop, which was developed into the Master Service Com- 
pany, in June, 1919. The company, which is incorporated 














for $100,000 is strictly a closed corporation. Years ago 
Mr. Kerr and Mr. Gardiner visualized the present Master 
Service Company, as they today visualize the Master 
Service Company of a few years hence doing a million 
dollar business a year. But in their visualizing and 
planning they recognized that in a large business, with 
thousands of customers, it would be impossible for them 
to keep in personal touch with the owners as they did in 
the days when a few jobs, and later when a few dozen 
jobs, represented their total output. And yet they appre- 
ciated that personal contact, especially in the maintenance 
field, was essential to the development of a healthy 
business. 


Out of the many ideas analyzed one definite plan was 
adopted and has been maintained for years with marked 
success. This plan called for the election of four vice- 
presidents who would be in direct charge of the four 
different maintenance divisions of the company. Rather 
than meet a shop foreman or superintendent, every owner 
driving into a Master Service Company would be per- 
sonally received by a vice-president. But this man, 
though an executive officer of the company, would not 
serve as a professional greeter, attired in a neat business 
suit, suggesting greater knowledge of bookkeeping or 
sales promotion than of automobile mechanics. He would 
be, in fact, and so impress himself on the customer, the 
master mechanical mind in charge of a maintenance divi- 
sion, and he would be a vice-president in overalls, so 
the owner would be doubly impressed. 


Selection of these vice-presidents in overalls, of course, 


: RE — — — “ . . a 
Re ee SS : oe a i wed 
ee SS PERE AS. Re ES RRS SRE SR: ee 
oo 


(Left) C. B. Kerr, presi- 
dent of the Master Serv- 
ice Company, rated as 
the largest exclusive 
maintenance establish- 
ments in the west. 
(Right) George W. Gar- 
diner, general manager 
of the Master Service 
Company, who with Mr. 
Kerr, founded this fine 


business. 
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ealled for careful analysis of the qualifications of the 
prospective officers. First, the man had to be an expert 
mechanic, thoroughly acquainted through long experi- 
ence with a particular make of car that was embraced 
in the Master Service Company’s selected list. A general 
mechanic would not be acceptable. Second, he had to 
have the knack of meeting the public, which called for a 
pleasing personality, but a personality that suggested the 
mechanical expert and not the salesman. Last, and con- 
sidered the least important, he had to have a limited 
amount of sales ability, in order to sell a customer the 
shop work that his car actually required. 


Maintenance Experts 


The men who were finally selected as the four vice- 
presidents of the Master Service Company are today 
among the most widely known maintenance experts for 
Buick, Studebaker, Cadillac, Lincoln, Hudson and Essex 
automobiles in Southern California, as the advertising 
campaign of the firm consistently features its vice- 
presidents. Possibly not one out of every 100 customers 
even knows the name of President Kerr or General 
Manager Gardiner, but all are well acquainted with the 
vice-president in charge of the particular maintenance 
division they patronize. 


W. L. (Bill) Snow, vice-president in charge of Buick 
maintenance; Charles M. Taylor, vice-president in charge 
of the Cadillac and Lincoln division; E. J. Seyfried, vice- 
president in charge of the Hudson and Essex division, 
and L. R. Shaw, vice-president in charge of Studebaker 
maintenance, are the “executives in overalls.”  Inci- 
dentally, each of these vice-presidents was given the 
privilege of purchasing an interest in the business and 
all readily took advantage of the opportunity. 
| Inasmuch as the policy of the company is to exploit its 
individual vice-presidents in all its advertising and pub- 
licity, even at times at the expense of the company’s own 
name, it has built up for them a valuable reputation from 
a business standpoint. Just as the motion picture com- 
panies expend large sums in giving: publicity to their 
stars, so has the Master Service Company invested to a 
Considerable extent in building up the reputation of their 
maintenance chiefs. Mr. Kerr and Mr. Gardiner recog- 
nized from the outset the hazard of exploiting an indi- 
vidual and then having him leave the company’s service, 
but they believed that by choosing their vice-presidents 
Wisely, and by offering each one the opportunity to obtain 
a financial interest they could afford to take the risk. To 
date there has been no change in the vice-presidents of 
the Master Service Company. 
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Here are the Mas- 
ter Service Com- 
pany’s four “vice- 
presidents in over- 
alls,” one secret of 
the company’s big 
success. Three of 
them were photo- 
graphed while on 
the job. Their 
names appear on 
the pictures. The 
one below is Ernst 
J. Seyfried, not 
shown here in his 
executive - work- 
ing regalia — but 
he also wears the 
togs. 


There are three different buildings situated on three 
different locations that house the various shops of the 
Master Service Company. All, however, are located 
within a radius of a few blocks. One building comprises 
the Cadillac and Lincoln division, another the Studebaker 
and Buick division, and another the Hudson and Essex 
division. While the Master Service Company recently 
erected a new building, with 10,000 square feet of floor 
space, and had ample room to consolidate its various 
divisions under one roof by adding two or three stories 
to the structure, it decided to continue its present plan of 
operations. 

“Our analysis of the maintenance field has convinced 
us that the appeal of specialization is overwhelmingly the 
most important factor in attracting business,” says 
President Kerr. “The average owner prefers to patronize 
a shop that specializes on his particular make of car. 

“We have built our present volume of business by 
emphasizing that we are specialists, and yet we service 
six different makes of cars. While the overhead and oper- 
ating expenses are higher with our present plan, we 
believe we would not be able to retain our present volume, 
or to develop the increased volume that we expect, if we 
brought all of our maintenance divisions under one roof. 
Irrespective of what the size of our business may be in 
the future, we intend to cling to our present plan of 
segregation.” 

Mechanics Must Know Stuff 


There is a solid basis for the Master Service Com- 
pany’s’ claims of highly developed specialization. All 
mechanics, thirty-five in number, are selected for their 
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every man an expert mechanic, who 
must earn a good income if he is to 
remain in our employ, we have 
endeavored to provide every possible 
aid toward the quick performance of 
all jobs, without the sacrifice of 
efficiency. Tools in common use are 
kept in drawers along the work 
benches. Air and water lines reach 
directly to every pit. All precision 
measuring, reaming and cutting tools 
are kept in the tool room and are 
checked out on a memorandum. The 
use of tool checks was discontinued 
some time ago as it was found it re- 
sulted in considerablé lost time. 

The Master Service Company sells 
no accessories or equipment. Nor 
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(Above) New main building of the Master Service Company, of Los Angeles, where 

Studebaker and Hudson-Essex service is given. This division of the specializing main- 

tenance concern is presided over by two vice-presidents, whose departments are segre- “We 

gated, (Below) This is the division of the Master Service Company where Cadillac 
and Lincoln are serviced. One vice-president specializes as chief here. 


experience with one make of car, and when they enter 
the Master Service Company’s shops they are assigned 
to work only on that make. A Cadillac man is never 
placed on a Lincoln job. A Studebaker specialist is 
never assigned to a Buick job. Likewise with the Hudson 
and Essex mechanics. Even in the busiest periods, when 
one division may be overwhelmed with work, there is 
no shifting of mechanics. 

Mr. Gardiner says no apprentices ‘are employed in any 
of the Master Service Company’s shops. Every mechanic 
had to first pass a searching oral examination as to his 
knowledge of a particular make of car on which he has 
been specializing before his services were accepted. Once 
employed, he must show unvarying efficiency in his work 
under close supervision. Each vice-president employs all 
mechanics for his particular maintenance division and he 


is held responsible for all the work that is turned out. A 


mechanic is paid 40 per cent of the total labor charge 
on each job. He receives no commissions on any new 
parts used. Flat rate systems have been adopted for all 
six makes of cars serviced by the organization. 

Ideal working conditions are provided in all the Master 
Service Shops. Particular attention has been given to 
providing an abundance of natural light. There is no 
night work, and all shops close Saturday at noon. 

“As we employ no helpers or apprentices, it is important 
that we reduce the necessity of lost motion in our shops 
to a minimum,” says Mr. Gardiner. _ “Distribution of 
tools is a highly important factor in this direction. With 
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does it have any gasoline pumps near 
its entrance. 
<< “Maintenance exclusively is our 
crear business and we do not find it advis- 
it able to feature any side-lines,” says 
“tee President Kerr. “We have grease 
‘ racks, which we believe comes within 
at the scope of maintenance, but do no 
washing or polishing.” 

Five per cent of the gross receipts 
of the Master Service Company are 
expended for advertising. An aver- 
age of 40,000 pieces of direct-by-mail 
material are sent out every month. 
always endeavor to _ have 
‘something to say’ besides general 
statements in the material we send 
says Mr. Kerr. “For instance, we recently struck an 
average of the costs of maintenance of the six different 
makes of cars we service in our shops. We took the cars 
of about 100 customers who have all of their work done 
by our mechanics. The information we obtained from 
this analysis was used in preparation of six letters sent 
out to all Hudson, Essex, Studebaker, Buick, Cadillac and 
Lincoln owners in the Los Angeles metropolitan area.” 
The letters were sufficiently changed in each instance to 
center their contents around cone make of car. Each 
letter, as is our custom, bore the signature of the vice- 
president in charge of the various maintenance divisions. 
And in the lower left hand corner of each letter the 
picture of the vice-president was published. In fact, we 
run the pictures of our vice-presidents on all our letters, 
cards and other direct-by-mail material.” 

Every year during the past six years the Master Serv- 
ice Company’s volume of business has shown increases 
ranging from 25 to 60 per cent. Last year nearly 14,000 
jobs were performed in the company’s shops. With new 
and enlarged buildings recently completed, the mark has 
been set at 20,000 jobs for 1925, and the record of the 
first quarter of the year indicates this figure wil! be 
reached. 

“Just as replacement parts are now occupying an In- 
creasingly important merchandising field, so in the future 
will exclusive maintenance represent a major branch in 
the automotive business,” says President Kerr. 
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OF THE SHOW 


Manufacturers Plan Greater Production—If Sales Continue Good. 
Banquets, Oratory, Wit and Satire Abound Among Functions of the 
Week. Salesmen Do Their Stuff Despite a Slip Now and Then 


By SAM SHELTON 


New York, Jan. 16. 

HE show came to an end tonight with the fire of 

| optimism glowing even more brightly than on 

opening day. For a full week record breaking 

crowds thronged the Grand Central Palace to see the new 

and the improved automobiles and the hundreds of devices 

manufactured for use on or in connection with motor 
vehicles. 

Now the public interest turns to Chicago where on 
Jan. 30 the same show will open in the Coliseum for a 
week’s run. 

Automobile manufacturers have had their best year. 
The production of 4,300,000 vehicles in 1925 far surpasses 
the achievements of any other year, and from all reports 
dealers fared better in 1925 than in any preceding year. 
Naturally the question arises at show time—what of the 
year 1926? At New York it was answered by the 
announcements of manufacturers that they will increase 
their production this year. Some will increase output 
slightly, others as much as 50 or 75 per cent—provided 
the market continues to absorb the output. 


Some of the leaders in the manufacturing industry 
declare the country will be able to buy more motor 
vehicles this year than in 1925, others assert that the 
proposed schedules can be carried out only at the expense 
of overproduction. All are agreed that only those dealers 
will be successful who stick to sound business methods 
and refuse to pay high prices for used cars. There is 
this to be said—the improvements announced on motor 
cars at the show and in the few months preceding have 
been so important from the standpoint of performance, 
comfort and economy of operation, that the older models 
have been rendered so far obsolete that dealers should 
immediately discount used car allowances. 





New York’s largest banquet halls were outstanding 

features of show week. On Tuesday night the 
annual banquet of the National Automobile Chamber of 
Commerce was held at the Commodore Hotel. The Motor 
and Accessory Manufacturers’ Association gave its annual 
banquet and entertainment Wednesday night at the Astor 
Hotel and on Thursday night the Society of Automotive 
Engineers held its annual banquet at the Astor. 


The principal speaker at the N. A. C. C. banquet was 
Herbert Hoover, Secretary of Commerce. It was here 
that Mr. Hoover made the announcement that the 
N. A. ©. C. board of directors had voted that day to 
organize a corporation with an initial capital of $10,000,- 
000 to insure for America an adequate supply of rubber 
at a fair price. Mr. Hoover declared the Government is 


glad to see industry undertake solution of its own prob- 
lems in this way. 


[xen big banquets that taxed the capacity of 


An annual feature of the N. A. C. C. banquet is the 
awarding of honors for the year just closed. This is 
done with greatest solemnity, but in reality is a ceremony 
of fun, wit and satire. In this ceremony some of the 
better known executives of the industry are subjected to 
good-natured jesting that provides amusement for the 
assembled guests. The executives selected for honors this 
year were F. E. Moskovics, president, Stutz Motor Car 
Co. of America, Inc.; H. H. Bassett, president Buick 
Motor Car Co.; Stewart MacDonald, president Moon Motor 
Car Co.; John Hertz, chairman of the board of Yellow 
Coach and Truck Mfg. Co.; M. L. Pulcher, president 
Federal Motor Truck Co., and A. H. Swayne, vice presi- 
dent of General Motors Corp. , 


According to custom there were no speeches at the Motor 
and Accessory Manufacturers’ Association banquet. Fol- 
lowing the dinner an extensive and colorful stage program 
was presented by a well organized aggregation of New 
York theatrical talent. 


At the S. A. E. banquet Thursday night the principal 
speaker was Edward S. Jordan, president of the Jordan 
Motor Car Co. Mr. Jordan spoke in most optimistic 
terms of the future of the automobile industry. He said 
the best salesman is the engineer who is constantly im- 
proving and striving to perfect the motor vehicle. 





and in the hotel lobbies where cars were on 

exhibition. Salesmen connected with the New 
York agencies were on the job early and late and in many 
cases their lack of knowledge of the product they were 
selling was more than compensated for by their per- 
sistence. 


NI a sales of automobiles were made at the show 


One salesman who sold four high-priced cars in one 
afternoon was overheard explaining the engine to a 
prospect. The prospect inquired about the bore and was 
told what it was. “And what is the stroke?” was the 
next question. The salesman quickly answered, “We 
don’t have that any more. We abolished it when we 
adopted the overhead camshaft.” 


Another salesman believed he had found a good talking 
point in the location of the spark plugs in the car he 
was selling. In this particular engine the plugs screw into 
the cylinder head just above the center of the piston 
heads. Demonstrating with his fist the salesman showed 
how much more “power” the explosion had “straight 
down,” as in this case, than if it had to go sideways and 
then down. 


Pointing out the features of an open chassis, another 
salesman was earnestly trying to convince his prospect 
that his was the best car on the floor. One by one he 
named the features, and his crowning argument was, 
“And see that tubercular cross member!” 
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Using the Mails _ 
to Sell Tire 
Economy Needs 





“Stretch Your Rubber” 


This is the third of a series of articles deal- 
ing with the tradesman’s side of Secretary 
Hoover’s campaign to get more miles out of 
automobile tires. It is Secretary Hoover’s 
belief that a movement of tire economy will 
be effective in bringing down the high cost of 
crude rubber as maintained by the British 
monopoly. MOTOR AGE wants to show the 
tradesman that his cooperation in this cam- 
paign will make it possible for him to work 
up a brisk business in servicing tires and sell 
many items that help to conserve tires. 





N requesting the cooperation of the automotive trade 
in the campaign against the British monopoly’s un- 
reasonably high and artificially “fixed” crude rubber 

prices Secretary Hoover substantially asks the tradesman 
to give the car owner his best advice along the line of 
tire economy—and sell him those things the tradesman 
has in stock that make for greater tire mileage. 

It costs the dealer nothing to give the car owner the 
benefit of his suggestions in the care of tires and in the 
treatment of tires while driving, and it is not expected 
of the dealer to give away anything in his establishment 
on which he is entitled to a profit for the furtherance of 
this national movement. 

What he makes in the sale of service or supplies con- 
tributing to tire conservation will be profits legitimately 
and honorably earned. 

And there is an opportunity here for the wideawake 
tire merchant and servicer to develop a business of no 
small consequence. 

As has been pointed out previously the job of the tire 
man in this campaign is to sell the car owner on his 
ideas of tire economy. One way to reach the car owner 
with your story is through the mails, but—tread gently 
in the first letter, and there should be more than one 
letter. The first letter should set forth the request of 
Secretary Hoover for the trade’s cooperation in the fight 
against the high rubber prices. It would not be, strictly, 
much of a selling letter. Rather, it would mark your 
entree. It should make clear the purposes of the cam- 
paign and should offer a number of suggestions in the 
care of tires and contain, possibly, some driving “dos” 
and ‘“don’ts.” 

After the car owner has had about a week to ponder 
the big points in the campaign and think in terms of 
tire economy, send him the second letter. Of course it 
should be hooked up with the campaign and some repeti- 
tion of the campaign’s purpose would be necessary. 

(Continued on page 34) 
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MOTOR SALES AND SERVICE COMPANY 
‘Hamilton, Kansas 


February 1, 192C. 


Mr. John voe, 
211 bourtb St., 
City. 


Dear Sir:- 


Secretary Hoover has requested the co-oreration of the euto- 
motive trade in a movement of rubber conservation whic! it is 
hoped will have the effect of tringing down the unreasonebly 
high cost of crude rubber now maintained by the Lritish mono- 
poly. Mr. Hoover asks us to help institute wconomies that 
will make for longer tire service. 


As a motor vehicle owner this movement is something of person- 
al concern to you and henoe we bug leave to Submit some Sug- 


gestions: 


In driving let us urge that you"go easy" with your brakes, 
avdiding sudden stops that sbide and grind your tires; round 
corners slowly and now and then change tires, front and back, 
keeping in mind that they revolve in the same direction as 
before. Also, xeep the garage floor as free as possible of 
oil and use tire talc freely for casing lubrication. It is 
importent, too, to see that uniform pressure is maintained, 
Use your tire gage frequestly to check up on this point. Slow 
leaks cost you more in the long run than you might realize, 
There is needless tire waste in incorrect alignment of wheels. , 
What about your wheels? 


To quote Mr. Hoover "a patch in time saves nine". That means 
prompt attention to any needed repair is necessary. We are 
willing and glad to help but we can only make suggestions 

to tha car owner. However, as this movement is primarily. 

to benefit American car owners we feel Sure you will cheer- 
fully co-operate. 


With best wishes, we ere 


Yours very truly, 





Lotor. Sales and Service Co. 












February 8, 






pty 
1 Fourth st 
City. reet, 


Dear Sir:- 









Under date of Feb. } 
campaign launched by 
of automobile tires, 


» Wo wrote you calling 












you, asa car 


own behalf, We feel sure that 


is effort in your 







This Company bo 

i th sells 

- gled, indeed, to eg mayen ee 

eon” desire, in line With mr 7 
you prolong the life of the ti 





while we will. 
at any time, 


i 
res now on ag we 







with kindest Will pay us a 


regards, we a 





Visit at your 
re 





first Opportunity and 





Yours very truly 
. 





Motor Sales ang Service Company 





Specimen letters giving an idea of the kind that could be used 
effectively in a mail campaign for tire economy campaign bust- 
ness. The dates on the letters explain the order in which it 
would be desirable to send them out. Other letters could follow 
these should the dealer care to go further with the effort. 
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One of the accessory lanes at the Grand Central Palace, New York Automobile Show, Jan. 9-16 


New Accessories and Shop Equipment 
Featured at New York Show 


N the following pages MoToR AGE presents descrip- 
tions of some of the new accessories or items of 
shop equipment presented at the 26th Annual New 

York Automobile Show which came to a close last week. 
The things shown do not in all cases represent brand new 
articles, because in some instances the particular item 
may have been on the market for sometime, but was 
exhibited at the show in a revised form to make it more 
attractive or useful as the case might be. 

A careful survey of the show accessories indicates that 
novelties are to a large extent on the wane, and in their 
place we find items of a more useful nature both for the 
car and shop. In fact, many of the exhibits in the acces- 
sory display were given over to makers of shop equipment. 

In general accessories this year are as varied as before, 
although in certain lines these have taken a definite trend. 
For example, the makers of jacks have in practically 


every case made provision for the quite general adoption 
of the balloon tire on motor vehicles and have revised or 
brought out new apparatus to conform to balloon tire 
equipment. The same is true of makers of vulcanizers 
and other fitments that are used either in connection 
with balloon tires or used in their maintenance and repair. 

Parts makers in some cases exhibited their product to 
good advantage and there were any number of instances 
where these displays were in the nature of an educa- 
tional exhibit setting forth features of design or con- 
struction. For example, Wyman-Gordon, makers of crank- 
shaft forgings showed several crankshafts cut in two 
lengthwise to show the grain of the metal. Similarily 
other concerns showed their product in various stages 
of manufacture from the raw material to the finished 
product. The newer things exhibited at the New York 
Show follow: 


Visionite Non-Glare Driving Mirror 
The K.-D. Mfg. Co., Lancaster, Pa., is 
producing a new type rear view mirror 


Which is said to show every object per-. 


fectly, both day and night, absorbing the 
glare from the headlights and the sun 
Instead of reflecting it. The Visionite, as 
the device is called, is made of patented, 
specially processed plate glass and is 
mounted on a ball joint, universal 
bracket of black satin finish over Park- 
€rized steel, fitting both open and closed 
cars. The size of the glass is 2% by 8 in. 
The Manufacturers state that the mirror 
'S hot colored glass, and that it will not 
deel, or be affected by any atmospheric 
Conditions. A three-color display box is 





used as a container, ten to a carton, in- 
cluding a display board. List price $3. 





Oil Reetifier 

An oil rectifier known as the type C 
is now being made by Motor Improve- 
ments, Inc., 365 Freylinghuysen Ave., 
Newark, N. J. This device is designed 
to remove gasoline, kerosene and water 
dilution from crankcase oil. The recti- 
fier consists of a tube which is inserted 
in the exhaust manifold of the engine 
in the position to receive the heat from 
as many cylinders as possible. The 
temperature of the oil is maintained by 
a thermostatic valve. Under ordinary 
running conditions the rectifier handles 








about 6 quarts of oil per hour and the 
manufacturers state that water is com- 
pletely removed under all conditions. 
The vapors from the refined oil are dis- 
charged into the atmosphere under the 
body of the car. 
Double Balloon Bumper 

A new product known as the Double 
Balloon Bumper was exhibited for the 
first time by the Automobile Equipment 
Mfg. Corp., 1908 Indiana Ave., Chicago. 
It is made of one continuous smaller 
sized tube, 62 in. long with elliptic ends. 
The bumper is finished with the balloon 
bumper crystalline surface with the 
usual nickel plated trimmings. 
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York Show—Continued 





New Automotive Products at New 


Auto-Jack 


An auto-jack attached to the car is- 


manufactured by the Stevenson Jacking 
System, Ltd., Owen Road Works, Wolver- 
hampton, England. There are two jacks 
required for a car and they are placed 
one on each side underneath the run- 
ning board attached to the frame and 
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Stevenson jack 


placed as near to the center point of 
gravity as possible. The jack is a screw 
type operated by a crank. By turning 
the crank, the screw from the jack is 
lowered to the ground and raises both 
wheels on the one side of the car clear 
of the ground. Each jack is operated 
independently. The crank handle is de- 
tachable and can be carried in the tool 
box or.other convenient place. 





Quill Rectifier 


For constant potential battery charg- 
ing, the Quill Rectifier has automatic 
safety control for night or day opera- 
tion. It consists of a synchronous 4 h.p. 
motor, pole changer or commutator for 
correcting the negative half of the wave 
and throwing it into line with the posi- 
tive half and a specially built trans- 
former for increasing the amperage and 
reducing the voltage to the points neces- 
sary for correct battery charging. In 
addition to these there are ammeters, 
voltmeters and the necessary relays and 
switches. The motor operates the com- 
mutator in step or synchronism with the 
power line pulsations, and will not oper- 











Quill rectifier which has 
safety control 


automatic 


ate otherwise. 


The special transformer 
takes its power from the same line, in- 
creases the amperage, reduces the volt- 
age and passes it on to the commutator 
where it is corrected to a pulsating full 
wave direct current. This is manufac- 
tured by Hanson & Van Winkle Co., 
Newark, N. J., and distributed by H. B. 
Shontz Co, Inc., 161 West 64th St., New 
York City. There are three models, 450 
amp., listing at $625, 300 amp., at $450 
and 200 amp., $385. 


Cent 


A C Brings Out Oil Filter 

One of the new products exhibited by 
the A C Spark Plug Co., Flint, Mich., 
is the A C Oil Filter. Entering the filter, 
the oil passes through a cloth filter bag 
of specially made material, which holds 
the minute particles of solid material and 
permits the oil, it is claimed, to be used 
for 3000 miles or more. The filter unit, 
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A C oil filter 


mounted in a screen container, forms a 
replacement unit which is easily changed. 
All the dirt is collected on the inside of 
the bag, which is itself contained in a 
cylindrical screen. The manufacturers 
state that it is necessary to replace the 
filter unit every 10,000 to 15,000 miles. 


Wall Oil Rectifier 

The Rectifier Manufacturing Co., 1112 
S. Michigan Ave., Chicago, is the pro- 
ducer of the Wall Oil Rectifier which 
filters and also distills the lubricating 
oil. The rectifier is divided into two 
compartments. The lower is provided 
with a large asbestos filter sack so 
arranged as to give a large filtering area 
in the space provided, filtering out all 
the solid matter. The oil then passes 
into the upper chamber which is exhaust 
jacketed and the application of heat 
drives off the gasoline and water in 
vapor form and which is drawn back 
into the carburetor through the copper 
tube connection. The filtered and recti- 


fied oil is then returned to the crankcase. 


Picnie Paper Lunch Kit 
A specially constructed paper bag re- 
sembling a traveling grip is manufac- 
tured by the Nomad Kit Bag Co., of 1475 
Broadway, Times Square Building, New 


York City. “The bag which is folding, 


is supplied with six plates, forks, cups, 
spoons, napkins and one table cover. The 


-— 
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Picnic paper lunch kit 


bag is waterproof and durable and would 
last a long time. It will carry 35 pounds. 
The list price on the complete bag is 
$1.25. The bag without equipment lists 
at $1. 


Ciena 


New Gemmer Steering Gear 


A new type steering gear has been 
developed by the Gemmer Mfg. Co., 2435 
Merrick Ave., Detroit. This is of the 
roller type with an hour glass worm. 
The sector shaft instead of having teeth 
is fitted with a roller operating between 
two ball thrust bearings. This roller 
is mounted eccentrically, so as to pro- 
vide adjustment. 


Magnetic Trouble Lamp 


Having a magnet enclosed in its end 
this lamp, manufactured by the Wonder- 
lamp Co., Fisk Bldg., New York, can be 
placed anywhere on the car where there 
is metal so that the magnet will hold. 
It can also be used as a headlight in 
emergency. Comes with 12 ft. of cord. 
It is nickel plated. List price $3. 








Magnetic trouble lamp 
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New Automotive Products at New York Show—Continued 





Royal Superspring Bumpers 

The Ramspring Bumper Co. of 5025-45 
South Wabash Ave., Chicago, offered a 
line of bumpers and bumperettes espe- 
cially designed for Hudson and Essex cars 
at the automobile show in New York. 
The Hudson bumpers and bumperettes 
are of heavy two inch stock, while the 
Junior Royal, intended for use on the 
Essex is Slightly lighter—made of 1% 





Royal Superspring bumper 


in. stock—and is slightly lower in price. 
An attractive feature of the design of 
both types is the manner in which the 
ends are closed with special castings. 
According to the manufacturer a set may 
be installed on either Hudson or Essex 
in 10 minutes. 


Casolite 
The Connecticut Automotive Special- 
ties Co., Bridgeport, Conn., is now pro- 
ducing a vanity case and a smoking case 
each with several new features. The 
tops and bottoms of the cases are highly 
nickel plated and the sides are made of 
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Casolite vanity and smoking cases 


Circassian walnut, American walnut and 
mahogany finish. The smoking case con- 
sists of a lighter and an ash receptacle. 
In the above finishes the list price is $6 
and in a crystal finish or crackle lacquer 
the list price is $5. The vanity case 
contains a mirror and a memorandum 


book which are finished in pin leather. | 





























Melstringer shock absorber 














New Era bumpers 


New Era Bumper 


At the booth of the New Era Spring 
and Specialty Co., Grand Rapids, Mich., 
a new bumper known as the Challenge 
was displayed. This is designed for use 
on Ford, Chevrolet, Overland, Gray and 
Star cars. The manufacturers state that 
they are easily attached and free from 
vibration. Produced in two styles black 
and nickel, listing at $11 and $12 re- 
spectively. 


Road Lights 


Two road lights have been added to 
the line of the United States Auto Lamp 
Co., Inc., of 540 West 58th Street, New 
York City. Model 305, road or ditch 
light is used in place of or in conjunc- 
tion with the headlights for open road 
driving. The construction enables the 
lamps to be adjusted and focussed so as 
to throw a powerful light down on the 
ground directly in front of or to the side 
of the car. Model 315 is made for in- 
stallation on the side of the fender or 
close to the chassis and is equipped with 
a swivel bracket for adjusting the light 
beam. <A small jewel is inserted in the 
shield in front of the lens which serves 
as a warning to approaching motorists. 
Both lights are equipped with Mazda 
bulbs and are packed in individual 
cartons. Model 305 has an outside di- 
ameter of 3% inches and sells for $4. 
Model 315 has an outside diameter of 
5144 inches and lists for $5. 


Fulton Closed Car Wing 


The Fulton Co., 732 Seventy-Fifth 
Avenue, Milwaukee, Wis., exhibited a 
glass windshield wing which is designed 
for closed car use. It is attached to the 
forward edge of the doors and permits 
the lowering of windows without the 
usual drafts. List price, $12. <A _ foot 
accelerator and a tire lock both for the 
Ford car were also displayed by this 
company. List price of each of these 
accessories is $1. 


Melstringer Shock Absorber 


A new device supplementing normal 
action and reaction of motor car and 
truck springs has been placed on the 
market by Triple Action Spring Co., 250 
West 61st St., New York City. Particu- 
larly designed for cars having under- 
slung long leaf springs, this device is 
easily applied, it is said, without drilling 
holes in side frames. List prices, set 
of four range from $20 to $34. 


Gauntt Shift-0-Lites 

Installed in place of the regular head- 
light, these Shift-o-lites made by Gauntt 
Shift-O-Lite Co., Fort Wayne, Ind., en- 
able the driver to shift the headlights 
from one side of the road to the other, 
thereby throwing light around a corner, 
or shifting it so as to see the side of 
the road in meeting cars. Installed on 
any car. 











Gauntt Shift-o-lites 


Maleo Vacuum Cleaner 


This device is manufactured by the 
Malco Products Co., Bush Terminal, 
Brooklyn, N. Y., and is attached to the 
intake manifold of the engine, between 
the butterfly and the engine. Tubing is 
led to a special connection on the dash 
to which the cleaner is attached, the suc- 
tion of the engine forming the vacuum 























Malco vacuum cleaner which is attached 
to the intake manifold of the engine 


for the cleaner, the dust passing into 
a sack, which prevents it from entering 
the engine. -It is stated that the con- 


nection on the dash can also be used to 
pass air into the intake manifold, effect- 
ing a saving in gasoline. 
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Alemite Service Compressor 
Cut shown above 

The P-100 pneumatic service compres- 
sor made by the Bassick Mfg. Co., Chi- 
cago, is designed for use in large serv- 
ice stations, manufacturing plants, or 
at the headquarters of large fleets. It is 
operated in connection with an air com- 
pressor, the minimum volume of air re- 
quired being 4 cubic ft. per minute. The 
pressure developed is equal to 15 times 
the amount of air pressure up to 2000 
lbs. per sq. in. at the bearing. The supply 
cylinder holds 100 lbs. of lubricant. As 
many leads or hose connections may be 
piped from the compressor as are re- 
quired. To lubricate a valve located near 
the end of the hose can be opened or 
closed by squeezing the special grip 
lever. 


Stop Signal 

This is the latest addition to the line 
of stop lights of the American Auto Lamp 
Co., 507 West 50th St., New York. It 
combines a stop signal, backing light and 
tail lamp, with place for car name. 
Brackets are made to fit all cars. Fur- 
nished complete with two switches, wire 
and fittings for installation. Packed one 
to a box; 100 to a shipping case. Ship- 
ping wet. 300 lbs. Standard bracket 
$5.50, nickel finish $1.50 extra. 





Combination stop signal, backing light 
and tail lamp 


DeLuxe Piston 

A new light weight grey iron piston is 
being manufactured by the DeLuxe 
Products Corp., LaPorte, Ind. The walls 
of the piston are strengthened by longi- 
tudinal ribs, which are extended across 
the inside of the top, coming together 
to form a circular rib and at the bot- 
tom they join the reinforcement rib at 
bottom of the skirt. A projection at the 
center of the top gathers the surplus oil 
and drops it on the piston pin. The pin 
boss pad joins the longitudinal ribs so as 
to give greater strength. The manufac- 
turers state that the reinforcement not 
only prevents the piston from becoming 
out of round, but also conducts the ex- 
treme heat from the top of the piston. 


Portable Paint Sprayer 
This outfit, made by Champion Pneu- 
matic Machinery Co., Chicago, is mounted 
on a substantial wooden base with ball 
bearing swivel castors. It consists of 





Champion portable paint sprayer 


self-oiling compressor, motor (for any 
current specified) belt, air receiver suit- 
able for 80 lbs. working pressure, safety 
valve, air pressure gage, needle valve, 
check valve, automatic pressure control, 
muffler type filter, air transformer and 
15 ft. cable with plug. It is known as 
WP-1. 





U. S. E. Bumpers 

The U. S. E. Corp., 310 Vernon Ave., 
Long Island City, N. Y., has added several 
new bumpers to its present line. The 
new bumpers are of the double bar type, 
both bars being identical and they are 
provided with the car’s name plate. A 
new type rear fender guard is being pro- 
duced which also affords protection to 
the spare tire and is finished in black. 


Master Rim Tool 

Designed for removing and replacing 
the tire, this rim tool, just placed on 
the market by J. H. Faw Co., 27 Warren 
St., New York City, is for use in garages 
or by the individual driver. It is sturdy, 
it is said, and is attached to the rim by 
tightening two wing nuts. The opera- 
tion is to raise up, turn to the right. 
To replace tire turn to left. Self ad- 
justing, to any width, it does not kink, 
damage, or bend the rim out of shape, 
according to the manufacturer. 
price $5. 


List 
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Quill rectifier designed especially for 
small service. stations and! those prefer- 
ring the series method 


Quill Rectifier for Series Charging 


Built by Hanson & Van Winkle Co., 
Newark, N. J., distributed by H. B. 
Shontz Co., Inc., 161 West 64th St., New 
York City, this rectifier is especially for 
the smaller service station, or for those 
preferring the series method to the con- 
stant potential method. Has automatic 
protection throughout, will charge 15 to 
18 batteries in series or 28 in series par- 
allel, and requires only a 1/6 h.p. motor. 
Model SB1, illustrated, may be plugged 
into any lantp socket on 110 volt single 
phase lines or any single phase of two or 
three phase lines. It is not bulky. Guar- 
anteed. Net trade price $275. 


————— oe 


New Brackets on Tonneau Windshield 


The American Auster Shield as pro- 
duced by the Tonneau Shield Co., Inc., 
47 West 63rd St., New York, differs 
from the J. H. shields in that the shields 
instead of sliding on the extension arms 
are moved backward and forward by the 
folding of the extension arms. That is, 
the arms straighten out when the shields 
are pulled in and fold up when the shields 
are pushed against the back of the seat. 





Master rim tool 
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Combination Drip Molding 

A new product of combination drip 
molding is being manufactured by the 
George R. Carter Co., Cartersville, Ind. 
It is made up of two separate pieces— 
their regular Wire-on molding and a 
white metal trough. The Wire-on mold- 
ing is placed on the body first and the 
eord of the molding establishes the line 





Combination drip molding 


that the metal trough should take. The 
metal trough is punched for nailing and 
makes a neat appearance after the half- 
round fold of the molding is bent down 
into its final position, which covers all 
nail heads and furnishes a continuous 
trim. 
Pine Instant Auto Heater 

Patterned after the pipeless furnace 
this heater announced by Pines Winter- 
front Co., 422 North Sacramento Blvd., 
Chicago, has a cold air intake around the 





Pine heater 


entire hot air register, insuring good cir- 
culation and insulation. It is controlled 
from the dash. The cutout valve is of 
the balanced butterfly type fitting any 
size exhaust pipe. The heater is easily 
cleaned. Attractive in design and in- 
Sulated at every point. Size at top 8x16 
In. With tubular heating coil $25; cast 
heating eoil] $18.50. 


License Holder Novelty 


A new novelty being sold by the 
International Buyers’ Service Ine., 342 
Madison Avenue, Room 611, New York 
City, is a convenient metal holder for 
automobile Operator’s license. It is at- 
tached to the ignition key ring. It is 
cee Plated, two and one-half inches 
— the top is easily removed. The 
icense is rolled and inserted in the tube. 
The list price on this novelty is $1. 


Royal Bumpers and Bumperettes 

Royal Bumpers and Bumperettes as 
manufactured by the Ramspring Bumper 
Co., 5025 S. Wabash Ave., Chicago, are 
of a patented triple truss construction of 
tempered spring steel. They are being 
made for all Nash models and special fit- 
tings are provided to facilitate the in- 
stallation. 


—____ -—_ -— 


An Engine Governor 

An engine governor is being distributed 
by the Fink-Dumont-White, Ine., 405 
Lexington Avenue at 42nd Street, New 
York City. It is simple in construction, 
having only two moving parts. It is 
placed on the engine, between the car- 
buretor and the inlet manifold and is 


operated by the velocity of the gases 
The vacuum 
when the motor 


in going into the motor. 


from the motor, has 





Engine governor which has only two 
moving parts 


reached a definite speed, closes a but- 
terfly valve and cuts off the gases to 
the engine. No attention or lubrication 
is required. There is an adjusting screw 
which will take care of the regulating 
of the governor. The list price is $17.50 
for Ford trucks, $25 for all other makes 
of trucks and $20 for Fordson tractors. 





Novel holder for operator’s license 


New Irving Water Pump 


A new type of water pump, designed 
especially for Ford automobiles was ex- 
hibited at the New York automobile show 
by the Irving Engineering Co., Inc., 
74-80 Jewett Ave., Buffalo, N. Y. Accord- 
ing to the manufacturer it is simply and 
easily installed on any model of Ford. 





New type of water pump designed! espe- 
cially for Fords 


The driving pulley, which is threaded to 
the shaft carrying the bronze impeller 
unit, derives its power from friction con- 
tact with the regular Ford fan belt. 
List price $3.50. 
Tire Rim Tool 
Device for contracting tire rims manu- 
factured by the B. B. Sales Company, 
Inc., Watertown, S. D. It is simple in 
construction. A lever by being pulled in 
one direction breaks the rim joint and 
contracts the rim; by pulling the lever 
in the opposite direction expands the 
rim and locks the joint. List price 
on tool $5. They also manufacture a 
rim tool for removing clincher tires. 
t 
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Device for contracting tire rims 


Yellow Jack-It Bus Jack 
The new model No. 6 Yellow Jack-It 
Bus Jack was one of the -features at 
the booth of the Yellow Jack-It Mfg. Co., 
551 W. Monroe St., Chicago. The makers 
state that it is low enough at its mini- 
mum height of 6 in. to go under the axle 
of any bus built. It has a continuous 
lift of 74% in. and if the height adjust- 
ment post is used the maximum height 
can be increased to 204% in. The body 
length of 72 in. with the 52 in. handle 
gives a total length of 124 in., which is 
sufficient for the operator to reach the 
axle from the rear. The ratchet mecha- 
nism with chain lift enables the operator 
to raise the load by taking short strokes 

with the handle. List price $85. 
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New Automotive Products at New 


Car Vacuum Cleaner 


A small hand electric vacuum cleaner 
is being handled by the O. K. Vacuum 
Brush Sales Co., 39 Union Square, New 
York City. It has a high speed electric 
motor which drives a brush in the 
cleaner. The dust is drawn through the 
handle of the cleaner and is discharged 
into a small bag which is supported on 
the arm. The cleaner can be used for 
cleaning the upholstering, headlining and 
carpets as well as clothing. The weight 
of the cleaner is 24% pounds. It is about 
13 inches in length and has an air flow 
of 10 to 12 cubic feet per minute. There 
is a brush attachment supplied with the 
cleaner. The list price complete is 
$18.50. 





Grease Guns 
Cut shown above 


Four new grease guns are being manu- 
factured by Charles P. Rogers & Co., 
Inc., 22-26 West 48th Street, New York 
City. Two of the guns are operated by 
air and two by hand. The hose used 
with these guns is of a special construc- 
tion which enables it to stand 14,000 
pounds pressure. The guns have a pres- 
sure of 10,000 to 14,000 pounds. The list 
price on the grease guns ranges from 
$25 to $70. 


Malco 
automatic 
windshield 


cleaner 
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Car vacuum cleaner 


Moline Shock Absorber 


No adjustments are required after 
installation of this shock absorber, it is 
claimed by the manufacturer, O. F. 
Smith Co., Moline, Ill. There is no wear 
on the web, which serves only as a con- 
necting unit between frame of car and 
axle. 
service is required. A weatherproof 
shell houses the entire absorber. Within 
the drum is contained a main and sec- 
ondary spring. These springs through 
a rotating disk create a tension on a 
steel bearing band, and the secondary 
spring also acts as a safety to prevent 
damage on severe upthrow. A specially 
treated lubricated band rotates between 
the surfaces of the drum and steel bear- 
ing bands. For Ford cars the list price 
is $13.50 for set of two; all other cars 
$27 and $30. 





NO WEAR ON WEB 
CANNOT BIND 





Moline shock absorber 


Maleo Automatic Windshield Cleaner 


The Malco automatic windshield 
cleaner is manufactured by the Malco 
Products Corp., Bush Terminal, Brook- 
lyn, N. Y. It is designed so that it may 
be attached to the windshield of any type 
of car, either closed or open. The de- 
vice is of the suction type, operating 
by means of the partial vacuum seated 
in the intake manifold of the automo- 
bile engine. 


No greasing or other periodical 


Pines Spare Tire Lock 


A new model known as R. & S. for 
Buick cars has just been placed on the 
market. It has a threaded stud on which 
a locking clamp is furnished to keep the 
rim and spare tire in position and free 
from rattles. This lock, it is claimed, 
has a base of unbreakable bronze which 
is used in place of the locking clamp 
regularly furnished on this car to keep 
the rim and spare tire in position and 
free from rattles. After screwing up the 
nut tightly in the usual manner the lock- 
ing cover is locked in place, making it 
impossible to unscrew the nut. It is 
nickel plated. Pines Winterfront Co., 
Chicago, Ill., are the makers. 





Pines spare tire lock 


McAdams Radiator Caps 


Three new radiator caps were an- 
nounced at the New York show by the 
J. C. McAdams Co., Long Island City, 
New York, a Nobby Ball Cap, a Flag 
Holder Cap, and a Schlaich Wing Cap. 
The Nobby cap has Bakelite knobs on end 
of arms in imitation marble color, which 
are claimed to be indestructable; list 
price from $7 to $8.50. The flag holder 
fits all Motometers and provides a stand 
for supporting one, two or three flags, 
quickly attached. Price $1. The Schlaich 
wing cap is patterned closely after a 
real wing, and is for owners wanting 4 


distinctive cap. List prices from $4.50 
to $6. 





McAdams radiator cap 
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Stromberg Windshield Wiper 

Stromberg Motor Devices Corp., 517 
W. 57th street, New York City, manu- 
factures an electric windshield wiper 
said to possess several unique advant- 
ages. Among these are the fact that it 
will operate whether the car is running 
or standing still; has two speeds, slow 





Stromberg windshield wiper 


and fast; has adjustable pressure on 
the glass; runs at a uniform speed; is 
economical and easy to install and is 
provided with an emergency hand crank 
in case it should cease to function be- 
cause Of electrical failure. It has a 
baked enamel finish. List price $9. 





Marko Storage Batteries 


A complete line of automobile and ra- 
dio storage batteries was displayed at 
the New York automobile show by the 
Marko Storage Battery Co., whose main 
office and factory is at 1402 Atlantic Ave., 
Brooklyn, N. Y. 





New storage battery for automobiles 
and radio 


The radio batteries include 6-volt types 
in both mahognay finish and rubberlith 
Case, while a 2-volt battery is made for 
WD-11 tubes and a 4-volt size for UV-199 
tubes, A rechargeable “B” battery also 
is manufactured by the company. 

Automohile batteries are made to fit 
Virtually all makes of cars. 


to 1 ratio. 


ing in 


U. U. Rim Tool 

In its U. U. rim tool the Lamb Knitting 
Machine Co., Chicopee Falls, Mass., has 
produced a powerfully operated tool, 
weighing a little over 3 lbs. It is collap- 
sible and easily carried in the tool kit. 
There are three arms, pivoted like a Y, 
with rack teeth in the long arm to per- 
mit its extension and contraction by 
means of a pinion mounted on the center 
pivot. A long crank handle gives a 20 
The ends of the arms are 
shaped either to hook over the edge of 
the rim, or press against its inside sur- 
face without slipping. The device locks 


by engaging a lug on the crank handle 
with the nearest arm. Will fit 34 in. rims 
Price, $4. 


or under. 





Irving Radiator Shutter 
Cut shown above 

The Irving Engineering Sales Co., 74 
Jewett Ave., Buffalo, N. Y., exhibited a 
new radiator front which is made of 
heavy metal and finished in black 
enamel. The device is manually con- 
trolled at the dash by a nickel plated 
lever. Springs are inserted in the vanes 
of the shutter to prevent rattles. List 
price, Fords, $7.50; all other cars, $12.50. 


-_———- + 


A C€ Mauftlers 


Mufflers are now being manufactured 
by the A. C. Spark Plug Co., Flint, Mich., 
and were exhibited for the first time at 
the New York Show. This unit is made 
of heavy sheet metal with all the joints 
welded. The manufacturer states that 
the device has been designed so as to 
give a whirling motion to the gases, dis- 
charging them at high velocity, result- 
reduced back~ pressure and 
reducing carbon accumulaticn. It is pro- 


vided with a tail pipe to discharge the 
exhaust beyond the rear axle. 





Craveroiler Improved 

A ball check has been inserted in the 
upper connection of the Craveroiler 
manufactured by the Craveroiler Co., of 
America, 4523 Tacomy Street, Philadel- 
phia. This check prevents any possib!e 
back-fire of the engine from entering the 
Craveroiler and forcing the oil out 
through the vent holes at the top of the 
instrument. 


— —- 


Improved Moto-Meter 


The Moto-Meter Co., Inc., Long Island 
City, N. Y., has developed a deluxe model 
Boyce Moto-Meter which is especially de- 
signed for high-grade passenger: cars. 
This instrument is triple nickel plated 
and the retaining ring is embossed in 
laurel wreath design. <A gold dial is 
employed with hand lettering, denotire 
the various operating conditions of the 
motor. As a means of protection against 
theft, each instrument is equipped with 
a Schlaich chain lock. The standard 
model has been improved by embossing 
the retaining ring and by using a gold 
dial with hand lettering. 





Stromberg Aeroplane-Type Carburetor 
For Fords 

The Stromberg Motor Devices Co., 58 
East 25th St. Chicago, has developed a 
new carburetor for Ford cars. This has 
been patterned after the Stromberg aero- 
plane carburetor and the manufacturers 
claim that increased mileage and better 
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New carburetor for Ford cars 


performance result from its use. It is 
easily attacked and when used on cars 
prior to 1925 without starter, special 
equipment is furnished with steering post 
control choke tube holder, sliding block 
and wire connector. Adjustments for 
idling and for high speed are provided. 
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Additional Descriptions of Nev ew Products Will A ppear N ext Week 
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TO DRAW PROSPECTS. Display window of William L. Hughson of San Francisco during opening of fishing season in California. 
The line of the fish pole was attached to a tin fish placed in the water in such a way that the running water caused the boy 


to get 
a bite every few seconds, thereby materially increasing the drawing power of the exhibit. 
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AN AID TO MORPHEUS. Above is shown sleeping car arrangement ot a 


Reo Series G. Sedan, designed by William G. Rummell of Rummell & Freck, GET YOUR PARTNERS. Mellie Dunham, cham- 
Convoy, Ohio. A mechanical device makes it possible to convert the in- 


ior 1 pion fiddler of the State of Maine, is shown strik- 
terior into sleeping quarters within a few minutes. Same ately tnaneniay Sine ne Sams Ford. 
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OF AUTOMOTIVE INTEREST 














A REPEAT ORDER. Mr. and Mrs. John Murray, vaudeville 
and movie celebrities, are pictured in front of the Christie 
Film Company's offices, in the fourth Marmon which they have 
owned. Mrs. Murray is known to the public as Vivian Oakland. 
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EXTREMES. ‘““That’s the hottest thing I’ve seen yet,” —___________ —— | pat - 
exclaimed Commander MacMillan of Arctic expedition : vente ~ G 
a 
“4 he he stopped at South Bend long enough to make AN ENDURANCE TEST. From Los Angeles to Albuquerque in 
i nteresting lecture and visit the Studebaker factories. 26 hours and 8 minutes was the feat of the Ajax shown in the 
was watching them getting ready to “‘pour off. top picture; below: a sample of the roads encountered. 
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Questions and Answers on Dealers’ “P 


BUILDING ~« ELECTRICAL ~* FLAT R RATES 
SHOP « LEGAL « PAINT & TRIM « ACCOUNTING 


Too Many Oil Scraping 
Rings 


Q—We have a Standard Six Studebaker, 
1925 model which has been pumping oil. 
We installed new piston rings on each 
piston, but that did not stop the oil 
pumping. We again took out the pistons 
and drilled twelve 3/32 in. holes in the 
third groove of each piston, that is the 
third from the top, which is the groove 
above the wrist pin and installed one oil 
draining type of ring in the groove in 
each piston. We also installed new oil 
wiper rings in the two top grooves. In 
the bottom groove we retained the origi- 
nal ring. Since doing the work men- 
tioned we have had trouble with gaso- 
line leaking past the ring and into the 
oil pan thinning the oil, which of 
course, increases the amount of oil in 
the pan. Will be pleased to have you 
furnish some information concerning a 
remedy for this trouble.—Morris C. Shaw, 
Fairmont, W. Va. 


We believe it would be desirable to 
have you check up the bearings to see 
that there is not an excessive flow of 
oil from either the main or connecting 
rod bearing. This can be done by re- 
moving the lower pan and pumping oil 
through the oil pipe by means of a 
hand pump. This means that the regu- 
lar pump will be disconnected. Another 
way of doing this is to connect a tank 
of oil to the oil piping in the engine 
and then apply air pressure to the tank. 
If there is a flood of oil flowing from 
one or more connecting rod bearing or 
‘from one of the main bearings so that 
excessive oil goes to the cylinder walls, 
it will account for this condition. 


A Common Mistake 


We believe that you have overdone the 
matter of oil wiping rings. If there is 
good construction used in the lower ring 
groove it should not be necessary to 
employ special rings in the upper groove. 
One common mistake is to pay too much 
attention to the type of ring and not 
enough attention to the fit of the ring in 
the groove. There should be no percepti- 
ble up and down motion of the ring in 
the groove, but it should be just barely 
possible to roll the ring around in the 
groove before the ring is installed. On 
this Studebaker car is a hot spot mani- 
fold and there is also a lever which 
makes it possible to throw the hot spot 
action out of commission. Perhaps this 
has been done and you are not taking 
advantage of this construction. If raw 
gas gets into the cylinder in any ap- 
preciable quantity it is practically im- 
possible to keep it from working into 
the crankcase. You might also check 
up on the ignition to see that there is 
a good hot spark, for poor combustion 
will also permit raw gasoline to get 


into the crankcase. We assume that the 
piston ring you used in the groove with 
the 3/32 in. hole in it was of a type which 
has slots in the center to permit oil to 
get back to the drain holes. 





WRONG ON THE AIR LEAK BUT 
RIGHT ON THE VALVE 


Q—I received your answer for my gas 
engine trouble. You said an air leak 
was the trouble, but you were mistaken. 
The trouble with this Fairbanks-Morse 
engine was not in the float valve or float 
level as it has no carburetor of this kind, 
just a check valve below the gas suc- 
tion pipe. The trouble was a weak ex- 
haust ‘spring and not an air leak.—J. J. 
Albrecht, Freeman, S. Dak. 

We are glad you found and remedied 
the trouble. In answering questions of 
this kind we usually find that there are 
several possible causes and we give all 
we can think of so as to give as many 
ideas as possible to the man on the job. 
In this particular case we also recom- 
mended checking the valve action and as 
you found the trouble in a weak valve 
spring our suggestion was not very far 
wrong. 








The Readers’ Clearing House 
[TS department is conducted to 


assist dealers and maintenance 
station executives in the solution ad 
their problems. 


All questions are answered direct by 
letter, so the name and address should 
be given in full. This saves waiting 
for the answer to be published, which 
sometimes occurs several weeks late, 
depending upon the space available. 


Readers’ names will not be pub- 
lished with articles, if a request to 
this effect is received with the letter. 


Inquiries not of general interest 
will be answered by personal letter 
only. Emergency questions will be re- 
plied to by letter or telegram. 


Also state whether a permanent file 
of MOTOR AGE is kept, for many 
times inquiries of an identical nature 
have been made and these are 
answered by reference to previous 
issues. 


Addresses of business firms will not 
be published in this department. but 
will be supplied by letter. 


Technical questions answered by 
B. M. Ikert and A. H. Packer; Legal, 
by Wellington Gustin; Paint, by G. 
King Franklin; Architectural, by Tom 
Wilder; Tires, a Practical Tire 
Man; General Business questions, by 
MOTOR AGE organization in confer- 


ence. 














Belt Drive of Overhauled 
Engine Locates Knock 


Q.—I have noticed on several occasions 
that engines which have been overhauled 
develop a knock which cannot be located, 
so I would like to add another cause of 
knocks to your list. This is a new one 
to me and the first time I have known 
it to happen. I always run the engine 
in by belting it with a line shaft before 
assembling in the car which gives me 
a chance to locate any unusual noise. 
This engine immediately developed a de- 
cided knock. It sounded like a piston pin 
and by pulling out one piston after an- 
other and running the engine each time 
I located the knock in both No. 2 and 
No. 5 cylinders and found it was caused 
by the square cut shoulder where the 
piston was relieved around the pin boss. 
This came just far enough out of the 
cylinder at the bottom of the stroke so 
that in returning the sharp edge of the 
shoulder would strike the edge of the cyl- 
inder wall. The remedy was to dress it 
off slightly so that the piston readily en- 
tered the cylinder bore.—S. G. Lininger, 
Heppner, Ore. 


This would be a knock hard to find 
although probably rare as we doubt if 
the piston in most engines comes far 
enough down to cause this trouble. The 
scheme of driving the engine with a 


——— —— a a 


belt before running it under its own 
power is a good one. It is used in en- 
gine factories and there is no reason 
why it should not be used in well 
equipped service stations. 


ee 


CAREFUL WORK PREVENTS 
TROUBLE 


Q.—I recently had a peculiar experi- 
ence with a knock in a Ford car. The 
engine was thoroughly overhauled with 
the exception that new wrist pins were 
not installed. However, the connecting 
rods were worked back and forth and 
the piston pins seemed to be a good fit 
in the bushings. After the engine had 
run 50 miles a slight knock became no- 
ticeable. As time went on this knock 
became worse and after running the car 
3,000 miles it was decided to replace all 
the reciprocating parts, that is, pistons, 
pins and connecting rods. 


This was done, but in taking the old 
piston pins out of the pistons, it was 
found that each one was scored in the 
center, the bearing surfaces being in good 
condition. Apparently the clamp screws 
at the upper end of the connecting rods 
had not been tightened sufficiently, and 
this looseness had permitted the pins to 
turn in the upper end of the rod enough 
to score and loosen still further so that 
a knock developed.—Chicago Mechanic. 


This points out that it is certainly a 
wise procedure to inspect all parts when 
doing an overhaul job and to take noth- 
ing for granted. If the old pins had 
been removed from the pistons when tlie 
engine was originally overhauled, ‘e¢ 
scored condition would have been (e- 
tected so that the trouble would not have 
been experienced. 
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This Filling Station Must Be Displayed to Get Results 


Q—I want to build a filling station on 
a lot 70 ft. by 150 ft., alley on one side. 
Please tell me whether to place this sta- 
tion square with the main street or sort of 
erosswise. I can have full use of the 
alley as part of my driveway for it is not 
used much but still is not wide enough 
to use as a side street with the station 
on the corner.—Albert Perault, Sault Ste. 
Marie, Mich. 

We agree with you that the alley is 
not wide enough to be of much value in 
arranging a filling station facing the 
corner of your lot and for this reason 
you are obliged to have a drive-way down 
each side so that cars may enter on one 
side and leave on the other. Unless 
there is a great deal of traffic these two 
drive-ways may be two-way passages, 
so that cars may come in at either side. 
If, however, there is considerable traffic 
the best system would be to take the 
cars in at the right hand side facing the 
lot and let them out on the alley side. 


On account of the turning motion the 
cars will have when they drive up to 
the pump it is necessary to make the 
drive-way wider than ordinarily. We 
have made the pump curb 22 feet apart 
and it would not hurt if the distances 
were greater than this. If you want 
only two pumps your building could be 
placed in the position indicated by the 
dotted line, or you could move it back 
still further installing four or five 
pumps instead of three. 


The location of your gasoline tank is 
immaterial, the only thing to watch is 
to keep the filling pipe where the supply 
truck will not interfere with customers 
coming into the pump. Some place at 
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If you wish to sell accessories to any extent your building could be placed even with 
the sidewalk with the pumps behind, although this would hide the pumps to a great 
extent 


the back of the building or at the side 
of the lot would be best. 

We are suggesting a lot narrow 
shelter extending from the building over 
all the pumps to the front of the lot. 
This will give the appearance of the 
filling station so that it will be easily 
seen and recognized by motorists com- 
ing down the street either way. The 


Legal Questions Answered— 


ACCESSORY PART OF CAR 


Q.—Is there a law in Maryland whereby 
you can remove an accessory (for in- 
stance a bumper) from a car on which 
you installed same but for which the 
Owner of the car has not paid a single 
benny?—Monroe Baldwin, Collington, Md. 


Article 63, sections 54 to 58 inclusive, 
of the Annotated Code of Maryland gives 
the garagekeeper a lien on a car for re- 
bairs, rebuilding, storage, tires or ac- 
Cessories furnished, But a surrender or 
delivery of the property subject to the 
lien operates as a waiver or extinguish- 
ment of the lien as against third parties 
Who do not have notice of the lien, but 
the lien does remain good as against the 


owner or any other with notice. This 
means that if the owner should sell his 
property to another who has no notice 
of the lien, the lien is defeated, but if 
the owner still retains the car the lien 


‘is still good against it in his hands, 


although the garagekeeper has given up 
possession. 


Sale Must Be Public 


Now where the garagekeeper retains 
possession of a car on which he has 
a lien he may proceed to sell the car 
if the bill remains unpaid for a period 
of thirty days. But the sale must be a 
public sale and after notice is given to 
the owner of the car. If possession is 


large buildings on either side of you 
will be a handicap in this respect and 
for this reason we have placed the 
forward pump right on the lot line in- 
stead of making a drive-way in front of 
it as would be customary. A good sign 
on top of the shelter at the front end 
at right angle to the street, would also 
help out. 


By WELLINGTON GUSTIN 
of the Chicago Bar 


given to the owner, no provision is made 
for the repairman to sell the car. But 
of course he can always start court ac- 
tion to foreclose under his lien and sell 
the car by seizure. 


Now once an accessory is put upon a 
car it becomes a part of the car and 
sale may be made of the whole car to 
collect for the part. But the part itself 
is not removable, unless by prior agree- 
ment to that effect, for title to the part 
passes to the car owner. So, in any 
event, the most effective weapon you 
have is to seize the car itself through 
court action, or if you have retained pos- 
session to proceed to sell according to 
the statute, as numbered above. 
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Defeating Old Man Wear and Tear 








Steps in Overhauling of 


Cadillac Transmission 


Q—I have a Cadillac V-57 that has a 
loud thumping noise in second speed. I 
have taken the top and the bottom off 
of the transmission and as far as I can 
see it is o. k. Can you tell me how to 
get the gears out of the transmission, 
also the bearings? I have never done any 
work on Cadillac transmissions.—L. F. 
Parmeley, 447 W. Ransom Street, Kala- 
mazoo, Mich. 


We are showing a sectional view of 
the transmission in question. This il- 
lustration is taken from the Cadillac shop 
manual for Model V-63, but we under- 
stand that it is practically identical to 
the Model V-57. From your description 
it seems as if you have a bad bearing 
or a bad gear, probably a bearing if you 
have been able to carefully inspect all 
gears. The jack shaft and jack shaft 
gears are removed by. taking out plug 
Q and draining the transmission. The 
next step is to remove the bottom cover 
plate after which you can determine the 
amount of end play in the jack shaft. 
Remove the cap U. Remove the screw 
which holds the shaft J in place. Re- 
move shaft J. To do so screw a % inch 
by 12 cap screw into the rear end of 
the shaft and with the cap screw pull 
out the shaft. Be careful in removing 
the shaft that neither the jack shaft nor 
the spacer washers drop. Inspect the 
teeth of the gears to see that the faces 
show but little wear and to see that 
they are free from pits. 


Removal of Transmission Shaft 

To remove the main transmission shaft 
and main transmission shaft rear bear- 
ing, take up the floor boards. Remove 
the top cover plate and the shield over 
the forward universal joint. Remove the 
eight bolts holding the universal joint 
to the flange on the transmission shaft 
and remove the joint. Be careful in re- 
moving the bolts that the joint does not 
drop and injure the rear joint casing. 
Remove the six cap screws directly back 
of the flange and remove the transmis- 
sion drive shaft and bearing, taking care 
not to let the shipper gears drop and 
be injured. Remove the large cap screw 
which holds the flange to the shaft and 
remove the flange with Cadillac puller 
No. 83225. Remove felt washer, felt 
washer retainer, steel plate and gasket. 
Remove the oil throw-off ring. The 
bearing O can now be removed from the 
shaft by tapping it off. The main trans- 
mission shaft placed on lathe centers 
should run out of true no more than 
.0025 inch. There should be no more 
than .004 inch clearance between the 
sides of the splines on the shaft and the 
side of the spline ways in the shipper 


gear. After the jack shaft and main shaft 
have been removed from the transmis- 
sion the shipper gears M and N may also 
be taken out from the bottom. The 
whole transmission may be removed as 
follows: Remove floor boards and dis- 
connect break rods. Remove rod and 
spring from accelerator pedal. 

Remove shield over forward universal 
joint. Disconnect universal joint from 
flange on transmission. Be careful that 
the joint does not drop and injure the 
rear joint casing. Remove copper tube 


eee 
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Sectional view of Cadillac Transmission 


between tire air compressor and frame 
of car. Disconnect clutch control rod 
from lever at the bottom end of the rod 
and remove the clutch pedal’ pull-back 


spring. Remove pedal shaft bracket as- 
sembly from _ transmission. Remove 
starter pedal. Remove speedometer 
cable. Lift front end of car about 12 
inches. Remove eight bolts holding 


transmission to crankcase and draw 
transmission straight back, being careful 
not to drop it. 


orn 


A MAN WHO KNOWS HIS STUFF 

Q—Just a word. The trouble the one 
is having with the 1924 Dodge Brothers 
car that has the letter in Nov. 12, 1925 
issue. I can guarantee a person 300 miles 
to a quart of oil and still get full effi- 
ciency out of the car. A good oil ring 
will do the work. He spoke of the dip 
of the connecting rods. They should dip 
3/16 of an inch and the dipper should 
be only 1/8 to 3/16 of an inch wide. The 
felt on rear main bearing should be in- 
spected to see that it is not too hard 
and that it is long enough to go all the 
way to edge of cap. It sometimes stops 
up drain in pipe in rear of crankcase. 
Dodge Service Mer., R. Roberts, 1414 
Seneca, Seattle, Wash. 


We certainly appreciate letters of this 
sort, especially from those who are 
qualified from experience to give helpful 
information. 





Front Wheels That Wobble 
and Wander 


In dealing with front wheel wobble, it 
is necessary to distinguish another 
trouble which I will call front wheel 
wander. Wobble generally occurs at low 
speeds and is a wobble of the front 
wheels at regular time intervals about 
as fast as the ticking of a small clock. 
Wander is a tendency of the front wheel 
to turn to one side and continue in that 
direction until brought back by the 
driver and then to go to the other side 
until righted again by the driver; and 
there is no regular time interval. 
Wander is much less common than wob- 
ble and so far as I have observed occurs 
at higher speeds. 


How to Reduce Wobble 


For the wheels to wobble, it seems to 
be necessary to have the king pins set 
at a castor angle of 3 deg. or more, gen- 
erally over 5 deg. (that is, with the 
bottoms of the king pins slanting for- 
ward). Some cars, especially old Fords 
may acquire castor angles of 5 to 10 deg. 
Wobble can be reduced and generally 
stopped by reducing the castor angle; 
and if the front axle system is in fair 
condition, this makes a good temporary 
repair. For other than Ford cars a 
wedge cut from a piece of sole-leather 
and inserted between the spring and 
front axle so as to reduce the castor 
angle is the best method as such wedges 
can conveniently be made of the right 
size and thickness and are very durable. 


Front wheel wander being much less 
common than wobble, may sometimes be 
mistaken for wobble. It is caused by 
the absence of castor angle (king pins 
stand straight up under driving condi- 
tion) and the cure is to insert the sole 
leather wedges at the back of the front 
axle spring pads (on most cars) so as to 
give the king pins a castur angle of about 
o> deg. 

Some cars can stand a much larger 
castor angle than others; and generally 
the correct angle is the one that gives 
the driver the best satisfaction with a 
pair of sole leather wedges and a little 
experimenting. A smile can usually be 
put on the face of most any driver; pro- 
vided, of course, that he is willing t0 
have the front axle system put in fail 
condition first if it needs recondition- 
ing. Sometimes changing the castor 
angle is quite essential, as cars that have 
been used for some time often have 4 
different angle from the one specified 
by the engineer for the new car.—R. M. 
Jewett, Berkeley, Calif. 


Information as to remedies which havé 
been found effectual in overcoming front 
wheel wobble are gladly received as em 
gineers agree that there has been n° 
definite solution of this problem yet 
found. 
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Clearing Up Electrical Trouble 
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Timing Magneto That Has 
An Impulse Coupling 


Q—I would like to know the causes and 
remedies for locked Bendix drives?— 
Wallace Davis, Jr., 416 N. Kirkwood Road, 
Kirkwood, Mo. 

Among the causes we find too close 
meshing of pinion and ring gear, soft 
ring gear or bad teeth and in cars which 
have been used for two or three years 
a worn condition of the teeth which 
makes it easy for the sharp corner of 
the tooth of the Bendix pinion to strike 
on end. Unlocking a Bendix which is 
jammed in the flywheel is sometimes ac- 
complished by putting the car in high 
gear and rocking the car back and forth. 
It can also be accomplished by loosen- 
ing the starting motor and sometimes 
where the pinion is accessible by tapping 
it, so as to drive it away from the fly- 
wheel. Where the condition is chronic 
a new ring gear might be required or 
the teeth might need. reconditioning or 
it might be necessary to move the start- 
ing motor a little father away from the 
flywheel so as to increase the amount 
of backlash. 


Construction Explained 


Q—Would like to see in Moror AGE an 
explanation of the Bosch impulse starter 
and instructions for timing a magneto 
with this coupling. Would also like to 
know whether the spark occurs at the 
same time with the coupling in operation 
as it does with the coupling inoperative. 

We are giving an illustration, the 
upper portion of which shows a Bosch 
impulse coupling partly disassembled 
while the lower portion shows the im- 
pulse member disassembled. As shown 
in the illustration the impulse member 
consists of a hardened steel housing 
which is fastened directly on the mag- 
neto shaft. Inside of the housing are 
two governing or arrester weights which 
may move in and out guided by tongues 
On their rear which fit into slots in 
the housing. Coupling is so arranged 
that the tongues of the arrester weights 
engage with the steel blocks of the ar- 
rester plate which is fastened directly 
to the shaft end plate of the magneto. 


A spring made of highly tempered 
Steel acts as a connecting link between 
the housing and what might be termed 
its cover which is known as the driving 
flange. One end of the spring is fastened 
to the outer edge of the housing, the 
Other end is anchored in the hub of 
the driving flange. The hub of the 
driving flange carries two cams which 
lift the arrester weights at the proper 
instant, thus releasing the spring. When 
the engine is cranked the impulse coup- 
ling is in its normal position, the tongue 
of one of the arrester weights resting 
against the arrester block and holding 
the housing stationary. 


As the engine is turned further the 


driving flange revolves and winds up the 
spring. At a fixed point one of the cams 
on the driving flange lifts the arrester 
weight clear of the arrester block and 
the wound spring is released giving the 
magneto armature a quick turn. This 
causes the magneto to deliver an intense 
spark in the cylinder then under com- 
pression and starts the engine. It does 
not matter how slowly the engine is 
cranked. As soon as the engine attains 








Interior Parts of Impulse Coupling 


a speed of 100 to 120 r.p.m. centrifugal 
force throws the weights in the coupling 
housing to its outer surface holding the 
tongues clear of the arrester block and 
causing the entire mechanism to act as 
a strong, positive and flexible coupling. 
If the magneto is properly timed the 
spark obtained from the impulse coup- 
ling operating is always after the engine 
has gone over dead center so that it is 
impossible for the engine to back fire. 

When the coupling is thrown out of 
engagement, however, the spark occurs 
in accordance with the timing indicated 
by the spark advance lever. Using the 
impulse coupling, however, it is not nec- 
essary to retard the spark when crank- 
ing the engine as the coupling takes 
eare of this condition. This information 
is Obtained from catalog 61 issued by 
the American Bosch Magneto Corpora- 
tion. 


' In ‘timing the magneto set No. 1 cyl- 
inder on top dead center position of the 
compression stroke and _ revolve the 
armature in the reverse direction from 


the normal rotation of the magneto until 


the fibre block of the interrupter lever 
rests against the cam and the contact 
points start to open in direction of cor- 
rect rotation. 


Determine the location of the distrib- 
uter brush and connect the terminal 
under which it rests with the spark plug 
of No. 1 cylinder. Tighten the three cap 
screws of the adjustable coupling. 


Correct Method of Timing 
1925 Oldsmobile 


Q.—I would appreciate your answer to 
the following: What is the proper way 
to retime automatic distributer on an 
Oldsmobile 6, 1925? It has been moved 
and no one seems to be able to get it 
in the right rosition. It is either too 
slow or too fast and pounds and jerks.— 
Jos. Halibert, 410 W. 3rd Ave., Spokane, 
Wash. 

Crank the engine by hand until the 
piston in No. 1 cylinder is at top dead 
center on the compression stroke. This 
may be determined by inserting a 
straight piece of wire through the spark 
plug hole of this cylinder so that it 
stands vertically on the piston head and 
cranking the engine by hand until the 
wire rises to its greatest height on that 
stroke. The compression stroke can be 
determined, during this operation, by 
closing the spark plug hole with one’s 
thumb and noting whether or not, pres- 
sure is built up within the cylinder. 

Fully retard the spark lever on the 
steering column, making sure that this 
action brings the advance plate arm on 
the distributer to its extreme limit of 
travel. If this limit is not reached, the 
control governing this action should be 
adjusted to proper length. 

Loosen the timing adjustment screw in 
the center of the distributer shaft and 
breaker cam. Replace rotor and turn 
so that its metal end will be in posi- 
tion opposite No. 1 terminal when the 
distributer head is properly located. The 
low tension terminal on the side of the 
distributer body is exactly in line with 
the No. 1 terminal, therefore, if the rotor 
button is set in line with this point, 
the button will line up with the No. 1 
terminal in the head. Locate the breaker 
cam carefully in this position, so that 
when the distributer shaft is rocked for- 
ward the backlash in the gears will just 
permit the breaker cam to open the con- 
tacts, and when the distributer shaft is 
rocked backward, the backlash will just 
permit the points to close. The distrib- 
uter shaft rotates in a clockwise direc- 
tion when viewed from the top. Tighten 
the adjustment securely and _ replace 
rotor and distributing head. 








ELECTRICAL CURRENTS SHOULD 


BLOW IT 

Q.—I have had trouble with North East 
generator, model G-A type 3804, connect- 
ing with the third brush, inasmuch as 
when the ground wire is left off the fuse 
does not blow and consequently the third 
brush is badly burnt or the insulation is 
damaged. It does not seem likely that 
this fuse should stay intact with the 
shunt circuit open. This happens how- 
ever, and I would like to Know what pur- 
pose the fuse serves, if it does not protect 
the generator. — H. Schmitt, Corpus 
Christi, Texas. 


You probably have a fuse which has 
too great a capacity. A 10 ampere fuse 
should be used and if a 15 or 20 ampere 
fuse is used it will probably not flow. 
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Cost of Changing or Installing Switches 


+ eeeproeagg interesting piece of infor- 
mation came to hand recently in the 
way of replies to a questionnaire sent 
out by the Clum Mfg. Co., Milwaukee, 
Wis., manufacturers of switches, in re- 
gard to the cost of changing or install- 
ing a Clum switch. Some questions arose 
in regard to the time or charge which 
should be made for such a job on a flat 
rate basis and this prompted the com- 
pany to send out a questionnaire to some 
of its service stations. Following are 
some of the replies to the question- 
naire: 

“We have no flat rate covering the in- 
stallation or removal of new switches— 
in fact, there is not enough of this class 
of work to warrant a flat rate and are 
therefore, handling it on a straight 
hourly basis at the rate of $1.50 per hour, 
our minimum charge being 50c. 

“We kept no definite record of these 
charges, but find by an examination of 
quite a number of our job tickets that 
time required will vary from 15 minutes 
to one hour and the labor charge from 
50ce to $1.75 for the various types of 
switches. 

“On the popular types of switches it 
generally takes about thirty minutes to 
take off an old switch and install a new 
one. Our charge for this work is $1.50 
per hour. 

“We have been fortunate in not having 
a Clum switch for repairs or replacement 
in the last six months. Therefore we 
really are unable to give you a fair 
estimate as requested. | 

“We do not have a flat rate charge ior 
the removal and installation of new 








CLEVELAND SIX DATA 


NOMENCLATURE OF CLEARANCES 
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Piston ring opening.................... aR PRE NTT = .004 —.006 
a“ ** groove clearance .0005 (not over) 
Valve stem guide clearance... eee ceee cece eee .002 —.003 
Push Rod “ “ .0005 —.002 
cr a ean TN ee ee a eee a .001 —.003 
i Talia ’ hone, aside nm sled .002 . —.010 
Water Pump“ __ clearanc .003 —.005 
wire * thrust dade .006 —.015 
Cent Me dete...” 0025 —.004 
Ne  ~-  arataacnccaiaiinnlibidl .002 —.010 
I a . « ... cnesisss chsbsisivestlbtanmabe -ienstsaunsnsien <aenoteapribioarts ...... .005 intake—.006 exhaust 
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THINGS THAT HELP FLAT RATE 
This shows part of a page taken from the Cleveland Flat Rate Manual and shows the 


nomenclature of clearances. 


Every mechanic who wants to do a real job desires to 
know the clearance or tolerances allowed by the factory in the fitting of parts. 


This 


sort of information incorporated into flat rate manuals is of valuable help to the auto- 
motive shop. 


switches on various types of cars using 
your product. However, a good average 
would be from fifteen to thirty minutes. 

“We have found that all Clum switches 
take about the same time for the re- 
moval of the old switch and installation 
of the new switch. We allow on our 
flat rate basis 42 minutes for this opera- 
tion, but the actual time is 30 minutes. 
We operate a flat rate system paying the 





Manufacturer’s 
Official 
Designation 


MOTOR AGE’S FLAT RATE FORUM 


NO. 49 


FLAT RATES FOR 
CHEVROLET REAR AXLE OPERATIONS 


Time 


























as well as 490 and Superior models. 
proved brakes. 





147 Rear axle. Remove and install rear axle and propeller shaft assembly 
(ineludes adjusting brakes, inspection and replacement, if necessary, 
of propeller shaft bushing and tighten rear wheels). Also includes 
lubrication of all brake connections 1.8 
148 Rear Axle and propeller shaft assembly. Remove this assembly from 
under car, completely disassemble and inspect. Rebuild, using new parts 
necessary. Lubricate and install 4.0 
149 Rear Axle. Same as all of Operation No. 153 on Superior (F Series only) 4.5 
(a) Universal joint and speedometer gears. Replace ome or both oD 
(b) Universal joint ball retainer....... 7 
(ec) Rear axle housing. Install new a5 
150 Propeller shaft assembly. Remove and install. Axle in place (all models 
except Superior F series) 1.0 
(a) Propeller Shaft Assembly. Disassemble replacing any or all parts 
needed, assembly and install. Covers all Superior and 490 models 1.0 
151 Propeller Shaft Assembly. (Superior F series only.) Remove and 
install (axle in place). Includes removing and replacing both rear 
—— both service brake shafts and band assemblies, and adjusting 
rakes 1.7 
152 Tighten propeller shaft housing bolts at rear axle housing od 
153 Rear axle. Utility express. (Same as all of Operation No. 147) 2.0 
154 Rear axle. Utility express. (Same as all of Operation No. 148) 5.7 


Note: All operations as noted unless otherwise specified cover Utility Express 
IF series covers Superior models with im- 




















to the list price of the switch.” 


men 60 cents an hour, but allowing 50 
per cent more time so that theoretically 
at least they can make 90 cents an hour. 
I would further say that for a 90 cent 
man the time limit would be 30 minutes. 
We have a standard flat rate charge of 
$1.50 for this operation. 

“Due to the fact that we do not operate 
on flat rate, we are unable to supply you 
with the flat rate figure at our station. 
However, I would think that the labor 
charges on an average would run about 
75e to $1.00. 

“We think an average time of one hour 
and a charge of $2.00 is a fair proposi- 
tion in answer to your letter regarding 
the switch installation charges. 

“As requested in your inquiry of De- 
cember ist, we wish to advise that our 
regular charge for installing Clum 
switches is fifty cents. 

“We find that the removal and instal- 
lation of a common type of switches does 
not run over 50c, the time being approxi- 
mately fifteen minutes. On special jobs, 
we have no time study available at this 
time but make charge on hourly basis. 

“We find the time involved in changing 
over Clum switches varies somewhat 
with different cars. The time runs any- 
where from about fifteen to thirty min- 
utes. We find it very satisfactory in 
quoting prices, of a Clum switch instal- 
lation to a car owner to simply quote 
such price ‘installed. On the various 
switches for Chevrolet, Dodge, F'int, 
Overland and Willys-Knight, etc., Wwé 
make a flat service charge of 75c added 
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Interesting Trade Events Held During 
Week of New York Show 





Plan Flint Output 
To Exceed 40,000 


RODUCTION of cars for 1926 will be 

greater than 40,000 announced R. H. 
Mulch, vice-president of the Flint Motor 
Co., at annual banquet held at the Hotel 
Roosevelt during the New York show. 


Inculded in the 310 dealers from every 
part of the country attending the Flint 
banquet were distributors from every 
leading city. 





Mr. Mulch, principal speaker, was very 
enthusiastic concerning the future pros- 
pects of his company and talked at 
length on new methods of merchandis- 
ing and improvements which have been 
incorporated in the Flint products. In 
addition he said that the general adver- 
tising appropriations would be consider- 
ably increased this year. 

Other important speakers were toast- 
master T. S. Johnston and Bartley Doyle, 
eastern publisher. 





800,000 New Cars Is 
Chevrolet Target 





__ 1200 Chevrolet dealers and 
guests attended the annual eastern 
district banquet in Hotel Commodore 
ballroom during New York’s show. D. E. 
Ralston, Atlantic district manager, ex- 
plained the zone of influence system 
under which Chevrolet is now making 
a thorough study of local needs before 
appointing new direct dealers. He 
pointed out that a sales promotion ex- 
pert is working with each regional 
manager, 

The cup which is presented monthly to 
the zone making the best sales record 
of the previous month was awarded by 
Mr. Ralston to H. L. Horton, New York 
sales manager. 


R. H. Grant, vice-president and gen- 
eral sales manager of the Chevrolet 
Motor Co. and toastmaster, said the sig- 
nificant thing about the Chevrolet sales 
curve in 1925 was that it reached its 
highest point in August and remained 
there until December. , 


Chevrolet in 1926 plans to sell at least 


800,000 new cars, 400,000 used cars and 
50,000 trucks. 


Among those attending the banquet 
Were N. S. Knudson, president of Chev- 
rolet, ©. E. Dawson, assistant general 
Sales manager, C. F. Barth, vice-presi- 
dent and plant manager, O. E. Hunt, 
chief engineer, R. K. White, sales promo- 
tion manager, John E. Grimm, Jr., adver- 
tising manager, J. T. Little, parts and 
service manager, John Pratt, vice-presi- 


dent of General Motors Corp., C. F. Ket- 
tering, vice-president General Motors, J. 
D. Mooney, president General Motors Ex- 
port Co., K. T. Keller, vice-president and 
general manager General Motors of Can., 
Ltd., C. C. Cooper, president General Mo- 





tors Acceptance Corp., Pierre S. duPont, 
chairman of the board, General Motors 
Corp., Fred J. Fisher, vice-president Gen- 
eral Motors Corp., and E. G. Biechler, 
president Delco-Light Co. 


Regional managers attending the din- 
ner included: D. E. Ralston, New York, 
M. D. Douglas, Norwood, Ohio, L. K. 
Cooper, Chicago, E. W. Fuhr, St. Louis, 
and zone managers included: H. L. 
Horton, N. Y., C. L. Heyniger, Tarrytown, 
N. Y., H. B. Hatch, Baltimore, F. E. 
Muller, Philadelphia, Felix Doran, Jr., 
Pittsburgh, and H. J. Walsh. 





Production Materials 
Cost More, Says Nash 





W. NASH, president of the Nash 

e Motors Co., at the national Ajax 

dealers’ luncheon at Hotel Pennsylvania 

during the New York Show said that 

many recent automobile price reductions 

could not be justified from the stand- 
point of production costs. 


Just before leaving Kenosha, Mr. Nash 
learned that “many materials in the 
past few weeks have advanced from five 
to 40 per cent in price. Tires selling 
on one of our models now cost the fac- 
tory $25 more a car.” 

This was regarded as indicating the 
probability of higher motor car prices 
within the next few months. 

Mr. Nash expected 1926 would be an 
even greater automobile year than 1925 


but he said dealers must work harder 
than ever and devote the closest possible 
attention to the buyer’s requirements. 


He said Nash Motors in January was 
oversold by more than 2,000 cars and 
would not be able to build sufficient cars 
this month to supply the demand, but 
that production increase in February 
would enable the factory to catch up 
to some extent. He said “every dollar 
possessed by Nash Motors Company is 
behind the Ajax.” 


Other speakers at the luncheon were 
J. J. Storrow of Lee, Higgenson & Co., 
Boston; C. B. Warren, president Nash 
Company, New York; W. H. Alford, vice- 
president, and E. H. McCarty, general 
sales manager for Nash Motors. 





Big Oakland-Pontiac 
Injun Pow Wow 





INCE announcement of the Pontiac 

on October 3, the Oakland division of 
General Motors Corp. has received more 
than 1,000 inquiries from dealers with 
reference to the Pontiac-Oakland fran- 
chise. There are now about 1,500 direct 
Oakland dealers throughout the country 
—a gain of nearly 50 per cent over 1924. 
Total sales of 1925 were approximately 
45,000. During the last five months of 
the year sales showed a gain of 42 per 
cent over the same period of 1924. The 
sales figure set for 1926 is 120,000. To 
attain this total, cars will be shipped to 
dealers only in proportion to their ability 
to sell. 

These were among the announcements 
made at the Oakland-Pontiac luncheon 
and sales conference at Hotel Commodore 
during show week. It was the largest 
sales conference ever held by the Oak- 
land Division. More than 1,000 dealers 
attended. 

Decorations, menu and entertainment 
carried out the Indian idea, symbolized 
by the Pontiac selling phrase, “Chief of 
the Sixes.” The menu was entitled 
“Heap Big Eats.” The medicine man or 
toastmaster for the sales pow wow was 
W. R. Tracy, assistant director of sales. 
The grand sachem, A. P. Sloan, Jr., 
president General Motors Corporation, 
was the first speaker, followed by the 
chief warrior, C. W. Matheson, Oakland 
vice-president and director of sales. He 
said there would be no change in the 
division sales policy. The big chief, 
A. R. Glancy, Oakland president and 
general manager, heard by the sales 
force for the first time, urged the men 
to put more spirit into their work. 


The entertainment included “Bugs” 
Baer and a band of real Indians who 
gave a snake dance ceremonial. 
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Automotive Electrical 
Men Hold Banquet 


IRTUALLY every branch of the 

automotive electrical industry was 
represented at the Third Annual Auto- 
motive Electrical banquet held in the 
main ball room of Hotel Astor Tuesday 
evening, Jan. 12. | 

In excess of 650 Metropolitan electrical 
-equipment dealers, service factory repre- 
sentatives and salesmen were showered 
with generous approbation by 100 execu- 
tives of the electrical automotive field 
sitting at the speaker’s table. 

L. E. Murray of “Automotive Elec- 
tricity” acted as chairman of the gath- 
ering and among those assisting him 
were E. M. Goldsmith, of Automotive 
Electrical Service Corp., H. A. Barter, 
M. E. Triphagen of United Motors Serv- 
ice, Paul M. Marko, A. W. Clark and 
P. J. Durham. 

No speeches or announcements were 
indulged in and the banquet was brought 
to a close with an entertainment pro- 
vided by members from one of the 
popular musical shows. 








Sales Conterence Held 
By Swan Carburetor 





BOUT 50 eastern distributors and 
A service men attended a sales confer- 
ence held by the Swan Carburetor Co. 
at Hotel Commodore during the show in 
New York. C. S. Pelton, president, was 
chairman. Speakers included J. H. Shoe- 
maker, district manager, and D. L. Lil- 
leyblade, representing Sweeney & James 
Co., Cleveland. 





Auburn Reports Many 
Unfilled Orders 





T the Auburn dealers’ show week 

luncheon at Hotel Commodore the 
factory reported that unfilled orders on 
hand January 11, exclusive of orders 
taken at the show, numbered 3765. Tele- 
grams from western distributors and 
dealers reported expectation of a big 
year, in spite of the fact that Auburn did 
not reduce prices. 

R. H. Faulkner, director of sales, re- 
ported that August was the biggest 
month in the company’s history. 

Speeches were made by J. I. Farley, 
president, and E. L. Cord, vice-president, 
P. P. Willis, vice-president of The Adver- 
tising Co., Toledo, and others. A repre- 
sentative of the Lycoming Foundry Co. 
discussed the Auburn power plant and a 
representative of the Fabric Body Cor- 
poration described the advantages of 
Auburn fabric bodies. 

Speeches were also made by J. L. Nau, 


vice-president of the Manufacturers’ 
Finance Co., which handles Auburn time 
sales financing, W. H. Beal, sales mana- 
ger for Lycoming Manufacturing Co., 
maker of the Auburn engine, and N. E. 
McDarby, Auburn assistant sales 
manager. 

Among the sales charts presented was 
one showing that Auburn dealers in New 
York City had increased from five in 
1920 to 30 in 1925. 





Explain New Engine 
At Velie Luncheon 





\V ELIE dealers were entertained by the 

Velie Motors Corp. at luncheon at the 
Commodore Hotel Wednesday of show 
week. Preceding the luncheon was a 
brief meeting at which the new Velie 
engine introduced at the show was ex- 
plained by H. C. Snow, chief engineer 
of the Velie company. 

Edwin McEwin, general manager, an- 
nounced to the dealers that an effort is 
being made to find a suitable name 
for the new Velie closed car that was 
exhibited at the show for the first time. 
The public is invited to submit names 
for this car. 

At the luncheon C. W. Hadden, gen- 
eral sales manager, told the dealers 
about the company’s plans for the year. 
He reported progress in the design and 
production of Velie cars and assured the 
dealers that they are now being supplied 
with a product of superior quality. 
Several dealers made talks praising the 
Velie car and showing great enthusiasm 
for the coming year’s business. 





$3,250,000 For Paige, 
Jewett “Ad” Program 





UTLINING _ the 1926 production 

schedule, H. M. Jewett, president 
of Paige-Detroit Motor Car Co., told 1,000 
Eastern Paige-Jewett dealers at their 
Hotel Commodore dinner that the new 
Paige output alone will double that of 
the combined Paige and Jewett produc- 
tion last year. 


He said the advertising campaign calls 
for expenditure of $3,250,000 and that the 
company had in the past spent more 
than $20,000,000 in advancing sales. 

A novel feature of the dinner was 
that a “daddy” at each table carved a 
turkey and Mr. Jewett at the head table 
carved the largest bird of all. 

At this table were W. A. Wheeler, A. 
Bachle, T. Bradley, George Petersen, 
G. C. Mather, John Germonprez, F. E. 
Skeetop, F. W. Henning, E. W. Lothrop 
and W. A. Hall. 

At the afternoon sales session at Hotel 
Vanderbilt, directed by Henry Krohn, 
vice-president in charge of _ sales, 


* speeches were made by C. B. Gaunt, 


sales manager, Walter K. Towers, adver- 
tising manager, W. D. Elliott, distribu- 
tion manager, S. E. Jamieson, service 
supervisor, and Guy C. Smith of Brooke, 
Smith & French, Ine., advertising 
agents. 





Cleveland-C handler 
Leaders Optimistic 





HANDLER and Cleveland dealers at 

Hotel Astor during the New York 
show heard optimistic estimates of 1926 
business as given by George M. Graham, 
vice-president and _ sales. directors of 
Cleveland Automobile Co. 

Among the officials attending were 
F. C. Chandler, president of Chandler 
Motor Car Co., Samuel Regan, treasurer, 
J. V. Whitbeck, Cleveland president, Sid 
Black, vice-president in charge of sales, 
J. B. Hulett, New York distributor, 
and Frank E. Connor, Chicago sales 
manager. 

The proposal to form a holding com- 
pany for the two concerns is expected 
to become effective Jan. 21. There will 
be no physical amalgamation of the com- 
panies whose production will continue in 
their separate plants. 





“Double 1925 Sales” Is 
Aim of Olds 


OUBLING of 1925 sales is the aim 

of Olds Motor Works officials as 
outlined at the meeting and dinner of 
the Eastern Dealers’ Association during 
the New York show. 

More than 450 dealers and sales man- 
agers were enthusiastic over the sales 
promotion, advertising and service plans 
as outlined. Statistics were given show- 
ing the percentage of sales in regard to 
prospects of the four leading cars in the 
Olds class field. Stress was placed on 
the building up of dealers’ prospect files. 
The proper method of selling an Oldsmo- 
bile was demonstrated. 

At the dinner, Alfred P. Sloan, Jr., 
president of General Motors Corp., and 
other officials spoke on the trend for 
1926 business and indicated that sales 
would, with cooperation between the 
factory and dealers, increase 100 per cent 
over last year. 








Dealers Hear Plea For 
Sound Financing 


—_—_  -» 





Ae 200 dealers attended the Rick- 
enbacker show week luncheon at 
Hotel Commodore. W. E. Knox, discus- 
sing the relation of the banker to the 
automotive industry, urged the necessity 
of the soundest possible financial prac- 
tice in factory operation and_ retail 
(Continued on page 34) 
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EDITORIAL, 


Accessories Shown On the Car 
ISPLAYING accessories by showing them in proper 
|) positions on a new car is found by one automobile 
dealer to give pleasing results. Many other dealers have 
tried this plan but few stick consistently with it. 

One objection is that some little drilling is necessary 
in order to make installations and a dealer does not relish 
the thought of possibly having to sell the car in the end, 
holes and all, without accessories. 

Yet the dealer to whom we have referred always has 
one car thoroughly ‘‘dolled up” with accessories, display- 
ing it in the most conspicuous spot in the show room and 
carrying a photograph of different views of the car in ad- 
vertisements—not especially to show the car, although he 
reaps that advantage, but to show accessories. For one 
thing he sells many accessories and sells many with new 
cars. It would be assuming a lot, therefore, to say he is 
not on the right track. 


* 





Gamble on wild credit, if you wish, but be prepared to 
take the gambler’s losses. 





Real Service First 


SERVICE manager once was heard to complain that 
A it is bad business to produce a motor vehicle capable 
of withstanding much hard usage without repair. He pre- 
ferred cars that would go out of commission with some 
frequency because such vehicles seemed to promise a lot 
of work for the service department. 

It is right and good to go after maintenance business 
but here was a service man who was feeding himself on 
positively false business philosophy. Frankly, his policy 
was not of the kind that shoots square with the public and 
hence it was fundamentally wrong, because no industry or 
private business can hope for success or claim the right to 
success if its efforts to render the highest possible form of 
service are not 100 per cent honest. 

Happily it was just this particular tradesman’s own 
Warped notion of things and not an expression of popular 
thought in the industry. His views and those of the in- 
dustry’s leaders, as known today, are antithetically apart. 


Proof of this is found in the fact that car manufacturers 
not only have passed along to the public the benefits of 
economies in production as reflected in reduced prices— 
but they have given their best efforts to the advancement 
of sturdiness and they have met remarkable success in this® 
particular part of their work. Further proof is found in 
the sincere efforts of all shops worthy of the name to turn 
Out servicing jobs that will do the work well and be a 
credit to their establishments. The service quack can’t 
stand the competition of efficiency and honesty. 


And let the good work continue in this direction. Let 
us hope that this year will mark another movement for- 
ward in the production of still sturdier motor vehicles and 
in the delivery of still better maintenance work in the 
shops. 


There always will be plenty of servicing business for 
those worthy to handle it regardless of how well and 
trouble-proof the motor vehicle is apt to be made. 

And the big part of this work will go to maintenance 
men who strive honestly to do their work well. In any 
commercial endeavor seeking permanency and prosperity 
the first thought must be efficient service. It is fatal to 
let a competitor have a monopoly on that. 





Opportunity seldom gets strong enough in the legs to 
make that long trip to the lazy salesman’s loafing place. 





Selling Immediate Delivery 
HERE is quite a distinctive art in selling a buyer 
on immediate delivery who has made up his mind 
pretty well that he will not have the car delivered until 
spring. In support of this statement we would only cite 


the variety of situations in this respect throughout the 
trade. 


Here we find a company with an amazingly large share 
of its December and January orders booked for spring 
delivery. Far too many spring delivery orders for com- 
fort in proportion to those taken in the same period for 
immediate delivery. The proportion of spring delivery 
orders on his neighbor’s books is materially smaller— 
while down the street we find a dealer who has been doing 
a brisk business in immediate deliveries and who has held 
spring deliveries to a most pleasing minimum. 

Why such differences? You notice them everywhere. 

Well, we do know this—there are many ways to go at 
the job of selling “immediate delivery” and some sales- 
men have mastered this art better than others. Selling 
the prospect on signing a contract for delivery many weeks 
hence is one thing and selling him on immediate delivery 
is another, two operations requiring distinctive twists and 
attacks. 


As the argument is all in favor of the motor vehicle as 
a means of winter transportation so is all the logic on the 
side of the salesman who urges immediate delivery. Why 
is the motor vehicle a device for all-year transportation ? 
Why is it especially desirable to have one available in the 
winter months—a good, faithfully performing new car? 
These are questions easily answered and in effective 
answers will be found one means, at least, of lowering 
the resistance at this time of the year to immediate de- 
livery. 
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Price Competition Features Market 


Show Is Scene of More 
Reductions Than Increases 


Dealer Stocks Increasing Slightly but 
Not Alarmingly and Horizon 
Generally Is Clear 


NEW YORK, Jan. 20.—While the New 
York Annual Automobile Show failed to 
reveal any clear cut trend in prices, the 
reductions were more general than the 
increases, an indication of the strongly 
competitive condition of the industry at 
the present time. On the basis of cost 
factors alone, there would appear to be 
more reason for raising prices than for 
lowering them. It is not without the 
bounds of possibility that more or less 
general increases will be made when 
the spring demand for new cars begins 
to be felt strongly. 

At present rates of production and 
sales, dealers’ stocks are being increased 
slightly, but on the whole the retailers 
are in fairly good shape. The extent to 
which production has been kept down 
during the last few weeks has been a 
source of considerable satisfaction, as 
it was widely feared that as a result of 
the plant expansion programs recently 
completed by most of the large manufac- 
turing companies, the temptation to 
crowd dealers in the slack selling season 
would be too great. 


One factor that is helping the dealers 
to carry cars without financial embarrass- 
ment is that most of the large produc- 
ing companies now have arrangements 
with financing companies whereby the 
retailers are able to borrow on cars in 
stock at low rates of interest and for a 
large part of the total cost to them. 
Stocks are a merchandising advantage if 
disposed of within a reasonable time. 


The new cars introduced at the show, 
and the price changes made at that time, 
indicated that probably the fiercest com- 
petition of the 1926 season will be waged 
among producers and distributors of 
sixes. A large market for these vehicles 
is looked for, with even the farmers a 
factor of considerable importance in the 
sale of the small sixes. The manufac- 
turing companies are all eager to get a 
heavy slice of the business. 


— Oe 


FORD AIR PLANT BURNED 


DETROIT, Jan. 18.—Preparations were 
started today to erect a new and larger 
airplane experimental factory at the 
Ford airport in Dearborn to replace the 
one destroyed by fire yesterday. The 
blaze caused damage _ estimated at 
$250,000. Four all-metal planes intended 
for the Ford Chicago service were de- 
stroyed. The hangar used to house air- 
planes now in use between Dearborn, 
Chicago and Cleveland, was saved. The 
origin of the fire is a mystery. 





STUTZ SELLS 175 CARS 


INDIANAPOLIS, Ind., Jan. 18.—Upon 
the closing of the New York show, 
President F. E. Moskovics of the Stutz 
Motor Car Co. of America, Inc., declared 
that 175 of the new Stutz cars were pur- 
chased at retail during show week. 

“Retail sales represented $577,500,” he 
said, “and our own dealers from all over 
the country descended upon us asking 
for increased schedules. Many new dis- 
tributing points were given to dealers 
who were amazed at the wonderful show- 
ing of the new Stutz and its safety 
chassis.” 

At a special meeting here Mr. Mos- 
kovics announced that this demand was 
so great that it was decided to double 
the production schedule. 


CAR OUTPUT 4,301,389 


NEW YORK, Jan. 18.—Total produc- 
tion of cars and trucks by all makers 
in 1925 was 4,801,389, according to car 
manufacturers’ shipping reports made to 
the National Automobile Chamber of 
Commerce. This sets a new record and 
is an increase of 661,181 or 18 per cent 
over 1924, and of 206,688 or 5 per cent over 
the previous record year, 1923. Decem- 
ber production, as estimated from ship- 
ping reports, was 306,260, a decrease of 
18 per cent as compared to November 
1925, but an increase of 46 per cent over 
December 1924. 


—_—————— 


DIANA MODEL REDUCED 


ST. LOUIS, Jan. 18.—Moon Motor Car 
Co., announces that in addition to the 
new prices quoted on eight models at 
the New York show, a $300 reduction 
has been made in the price of the two- 
door deluxe brougham. The new price 
of this model is $1795. 


N. Y. SALES INCREASE 


NEW YORK, Jan. 18.—Total sales of 
41 makes of medium and low priced auto- 
mobiles in the metropolitan section, 
covering ten countries, were 91,559 com- 
pared with 86,506 in 1924, 79,775 in 1923 
and 63,162 in 1922. The year’s total 
sales of 25 makes of higher priced cars 
were 9,409 compared with 6,686 in 1924, 
8,251 in 1923 and 6,903 in 1922. 


DEALERS ELECT RIDDLE 


ST. LOUIS, Jan. 18.—O. B. Riddle, 
president of the O. B. Riddle Motor Co., 
Star and Durant dealer, has been 
elected president of the St. Louis Star- 
Durant Dealers’ Association, an associa- 
tion of five Star-Durant metropolitan 
dealers recently formed to improve sales 
and service organizations of Star- 
Durant dealers in the St. Louis dis- 
trict. Thomas Burgdorf, of the Burg- 
dorf Motor Co. is vice-president and 
Frank Givens of the Givens Motor Sales 
Co., Ferguson, Mo., is secretary and 
treasurer. 


1926 Salon to Show 50 
Per Cent Gain in Displays 


Thirteen Makes of Chassis Will Be 
Seen and 12 Coach Builders 
Will Be Represented 


CHICAGO, Jan. 18.—With a fifty per 
cent increase over 1925 in the number of 
cars exhibited the eleventh annual Chi- 
cago Automobile Salon will be held at 
the Drake Hotel from January 30 to 
February 6 co-incidently with the na- 
tional show. The exhibits will be staged 
in the enclosed terrace garden as well 
as in the ball room and the French 
room and their lobbies as heretofore. 

The Chicago Automobile Salon retains 
its international character and both 
European chassis and coach work will 
be exhibited. Altogether there are 13 
makes of high grade chassis and 12 
prominent custom coachmakers repre- 
sented. 

The principal function of this famous 
exhibition of motor cars de luxe is to 
introduce the new styles and fashions 
in custom built coachwork. In this re- 
spect the forthcoming salon will prove 
of special interest because there have 
been startling developments in this field. 
From the standpoint of color effects, both 
in exterior painting and striping and in 
the materials and colorings used for up- 
holstering, these developments will prove 
sensational. 

The makes of chassis which have been 


accepted for this salon are: Cadillac, 
Cunningham, Duesenberg, Franklin, 
Isotta-Fraschini, Lincoln, Locomobile, 
Marmon, Minerva, Packard, Pierce-Ar- 


row, Rolls Royce and Wills Sainte Claire. 
The custom body builders having special 
exhibits are Brewster, Brunn, de Causee, 
Derham, Dietrich, Fleetwood, Holbrook, 
Judkins, LeBaron, Locke, Robbins and 
Willoughby. 

A new record for attendance and sales 
will undoubtedly be set by this salon, 
not alone because of its increased size 
and the enhanced excellence of its ex- 
hibits, but because the present prosperity 
will lead well-to-do motorists to mod- 
ernize and increase their motor equipagé 
to such a degree as to make it fully able 
to meet all of the social and business 
demands made upon it. 


-_- ---— 


G. M. SALES GAIN 


NEW YORK, Jan. 18.—General Motors 
sales by dealers to users in 1925 were 
827,793 cars and trucks, compared with 
657,568 in 1924 and 731,281 in 1923. 
Sales by the manufacturing divisions t0 
dealers in 1925 were 835,749 compared 
with 587,341 in 1924 and 798,555 in 1923. 
December sales by dealers to users were 
56,866 compared with 60,257 in Novem: 
ber, and divisions’ sales to dealers wer 
53,964 against 73,374 in November. 
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Great Road Builders’ Show 
is Attended by 30,000 


H. G. Shirley of Richmond Is Elected 
President of Association at 
Annual Convention 





CHICAGO, Jan. 18.—More than 30,000 
highway Officials, engineers, contractors, 
good roads advocates and machinery and 
material men are in attendance at the 
twenty-third annual convention and 
show of the American Road Builders’ 
Association at the Coliseum here. 

Exhibits worth more than $2,000,000 
are being shown in the Coliseum proper, 
the north hall, the ballroom and the 
Greer Building, and on the balconies of 
three of the four named. Nearly every 
exhibit is a working model and the show 
itself is undoubtedly the greatest ever 
held by the association. Foreign repre- 
sentatives from Central and South Amer- 
ica and Mexico are among the 286 ex- 
hibitors. 

Approximately 300 car loads of ma- 
chinery are shown. Across the street 
from the Coliseum the crowds are being 
attracted by a huge Diesel shovel, which 
uses a Diesel engine for power instead 
of steam. A number of other working 
exhibits which could not be housed in 
the Coliseum on account of the exhaust 
gases, line the street on both sides. 

One of the principal exhibits is that 
of the United States Bureau of Public 
Roads which takes one entire end of the 
Coliseum ballroom. 

More than 10,000 persons attended the 
convention. Sessions were held in two 
divisions at the Congress Hotel one sec- 
tion devoting its time to highway engi- 
neering and administration, and the 
other considering problems confronting 
contractors in the construction of the 
various road types. 

Among the principal speakers at the 
convention sessions were the following: 


President W. H. Connell of the Road 
Builders’ Association, Thomas H. Mac- 
Donald, chief of the Bureau of Public 
Roads, Department of Agriculture; Charles 
M. Upham, director, Highway Research 
Board of National Research Council; Len 
Small, governor of Tlinois; William E. 
Dever, mayor of Chicago; C. H. Markham, 
President of Illinois Central Railroad; 
David R. Forgan, vice-chairman, Na- 


tional Bank of the Republic of Chicago; 
Prof. A. Hi 


Blanehard, University of 
Michigan: Major L. G. Adams, superin- 
tendent of Pennsylwania state police; 


Morgan Collins, Chiengo police superin- 
tendent; Frank H. Alfred, president, Pere 
Marquette Railroad; C. M. Pinckney, chief 
‘ngineer, Borough of Manhattan, N. Y.; 
Gen, R, C, Marshall, Jr.. general manager 
Associated General Contractors of Amer- 
ca, and state highway officials and con- 


‘ractors from nearly every section of the 
country, 
At the annual dinner of the associa- 


tion, Charlies M. Schwab, chairman of 
the Bethlehem Steel Co., was the princi- 
Dal speak: “ 

Rg Oflicers of the American Road 
Uilders’ 4 ssociation are: 


Presiden; : H. G. Shirley, chairman of 
shway commission, Richmond, 
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Vice president, northeastern’ § district: 
W. R. Smith, president, Lane Construction 
Corp., Meriden, Conn.; Vice president, 
southern district—S. T. Henry, director 
Pan-American Confederation for Highway 
Education, Spruce Pine, N. C.; Vice presi- 
dent, central district—S. F. Beatty, vice 
president Austin-Western Road Machinery 
Co., Chicago; Vice president, western dis- 
trict—Samuel Hill, honorary president of 
Washington State Good Roads Associa- 
tion, Seattle, 

Treasurer: James M, 
struction, road 
Haven, Conn. 


Directors for three years—northeastern 


MaecDonald, con- 
and paving expert, New 


district: W. H. Kershaw, manager, ASs- 
phalt Sales Dept., The Texas Co., New 


York; C. M. Pinekney, chief engineer 
Borough of Manhatten, N. Y.; Frederie A. 
Reimer, construction civil engineer, East 
Orange, N. J. 


Southern district—R. Keith Compton, 
director of public works, Richmond, Va.;3 
Charles M. Upham, state highway engi- 
neer, Raleigh, N. C. 

Central district—William Ogden, Lake- 
wood Engineering Co., Cleveland. 

Western district—Frank Terrace, presi- 
dent, Washington State Good Roads As- 
sociation, Senttle. 


Oakland pe Dealers 
No Price Changes Planned 


PONTIAC, Mich., Jan. 18.—In spite of 
the drastic increase of 40 per cent in 
the price of tires effective January 1 and 
the rising costs of materials generally, 
no changes are contemplated in the 
present list prices of the Oakland Six, 
according to advices sent by C. W. 
Matheson, vice-president and director of 
sales of the Oakland Motor Car Com- 
pany, to the dealer organization of this 
company. 

“Regardless of increasing’ costs,” 
writes Mr. Matheson, “we are deliber- 
ately holding our Oakland Six list prices 
to their present low levels, confidently 
believing that in so doing we shall be 
able to build up enough added volume 
to justify our present attractive prices. 

“When we announced the new Oak- 
land Six with over one hundred improve- 
ments at prices $70 to $350 lower than 
our heretofore already low prices, we 
knew that we had established an en- 
tirely new standard of motor car value, 
which we believe has directly influenced 
the price adjustments which subse- 
quently have been announced by others.” 





WILLYS PROMOTES CHALMERS 


TOLEDO, O., Jan. 18—Herbert C. 
Chalmers, formerly retail sales manager 
of the Omaha branch of the Willys-Over- 
land, Inc., has been appointed head of 
the used car sales promotion work at 
the factory here, it was announced by 
R. M. Rowland, sales promotion man- 
ager. Mr. Chalmers work will be to as- 
sist Willys-Overland dealers in handling 
used car problems. He is at present 
gathering data which will be used in an 
extensive used car campaign. The ap- 
pointment of J. D. Duffy to the sales pro- 
motion department has been announced. 
Mr. Duffy comes to the factory after a 
long experience with the New York 
branch both in the wholesale and retail 
departments. 
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N. A. C. C. Committee Starts 
Action in Rubber Campaign 





Will Form Corporation to Produce 
and Deal in Rubber, and Make 
and Market Tires 








NEW YORK, Jan. 18.—Formulation of 
definite plans for increasing rubber pro- 
duction by American rubber interests is 
expected to result from the annual ban- 
quet of the Rubber Association of Amer- 
ica, Ine., at the Hotel Commodore. 


The keynote of all speeches dealing 
with the crude rubber situation was that 
the only real and permanent solution of 
the problem from the American stand- 
point is American production to cover its 
own needs. 


After the retiring president, W. O. 
Rutherford of the B. F. Goodrich Rubber 
Co., had emphasized this point at a 
luncheon, the board of directors consid- 
ered the subject at the banquet. Samuel 
M. Vauclain, president of the Baldwin 
Locomotive Works, spoke. 


The directors elected these officers: 
President, Joseph C. Weston, chairman 
and president of the Ajax Rubber Co., 
Inc., New York; first vice-president, G. 
M. Stadelman, president of the Goodrich 
Tire & Rubber Co., Inc., Akron; second 
vice-president, C. B. Seger, president of 
the United States Rubber Company of 
New York. George B. Hodgeman, 
Hodgeman Rubber Co., Tuckahoe, N. Y., 
was re-elected treasurer, and A. L. Viles 
continues as general manager and sec- 
retary. 

The special committee named by the 
National Automobile Chamber of Com- 
merce directors has decided on the fol- 
lowing steps of immediate action: 


To name the concern which will pro- 
duce and deal in rubber and also have 
the right to manufacture automobile 
tires and other rubber products the 
American Motor Rubber Corporation. 

To incorporate immediately in Dela- 
ware and to issue today a eall for stock 
subscriptions from 102 automobile com- 
panies. 


To choose executive officers and select 
headquarters in New York. 


To determine the advantages of dif- 
ferent sections of the world for rubber 
production. 


These directors were elected to serve 
three years: E. B. Germain, Dunlop Tire 
& Rubber Corp., Buffalo; A. B. Newhall, 
Hood Rubber Co., Watertown, Mass.; and 
William O’Neil, General Tire & Rubber 
Co., Akron. These three-year directors 
were re-elected: W. O. Rutherford and 
George B. Dryden, Dryden Rubber Co., 
Chicago. 

The July committee of the N. A. C. C. 
consented to serve as the first board of 
directors of the American Motor Rubber 
Corporation. 
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New York Banker Sees Best 


Prospect in Sound Farming 


Roberts Believes Changed Agricul- 
tural Conditions Biggest Factor 
in 1925 Gains 





NEW YORK, Jan. 18.—An optimistic 
view of general business conditions in 
the United States by George E. Roberts, 
vice-president, National City Bank, and 
extended criticisms of the Ainey-Cum- 
mings bill to regulate interstate motor 
vehicle transportation by other speakers 
featured the annual open motor truck 
convention held by the National Auto- 
mobile Chamber of Commerce. 

Declaring that the largest single factor 
in the prosperity of 1925 and the excel- 
lent prospect for the current year was 
the changed condition of agriculture in 
the country, Mr. Roberts added that the 
lack of any serious signs of inflation or 
severe credit strain rendered the pos- 
sibility of any early slump in business 
and financial affairs extremely unlikely. 

The tight rein being maintained on 
credit by the Federal Reserve banks, 
Mr. Roberts pointed out, would serve to 
curb any speculative excesses or price 
inflation that might endanger general 
stability. 

Discussing the interstate regulation 
bill from the standpoint of bus operators, 
George P. Callum, president, Michigan 
Highway Transportation Association, 
said that the proposed legislation was 
welcomed by the owners, but he took 
exception to various sections of the bill 
as it now stands, saying that several 
of the provisions were too rigid and 
tended to favor railroad interests. He 
indicated that the bus men would en- 
deavor to have the objectionable features 
removed. 

Theodore D. Pratt, general manager, 
Motor Truck Association of America, 
voiced unalterable objection to any inter- 
state regulation at the present time, de- 
claring that the development of common 
carrier. trucking by independent opera- 
tors would thereby be impeded. 





Teaching Car Owners 
to Save Rubber 


(Continued from page 14) 











In this letter the tradesman can take 
his choice of two routes. Either he can 
make it a _ straightout selling letter, 
listing such tire economy necessities as 
prompt vulcanizing of all casing cuts, 
repairs of other sorts, tire covers, reli- 
able tire gages, hand pumps, emergency 
repair outfits and supplies and other 
items that will contribute to the end of 
“stretching his srubber’—or—he can 
invite the car owner to call at the garage 
to let one of the company’s experts go 
over his tires and car for inspection and 
then tell him how he can increase his 
tire mileage. 
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If the latter plan is adopted the shop- 
man should first explain to the caller 
the importance of repairing all bad 
places and see to it that conditions are 
proper for maintaining uniform air 
pressure. He wants to stress the point 
of maintaining uniform air pressure 
and getting promptly after any leak in 
tube or valve—of having valve caps and 
dust caps all around, of having the 
wheels in correct alignment. The shop- 
man then should be prepared to suggest 
tire economy needs—such as chains, and 
he should tell the owner something of 
the economy of chains, how, for example, 
under certain road conditions they pre- 
vent spinning—such, again, as emer- 
gency repair kits, tire tools, a good hand 
pump, covers, a good tire gage and a 
balloon gage if the car has balloon tires. 


It would not take long for the pro- 
prietor to compile quite a list of those 
items that contribute to tire economy 
and it might not be amiss to have a 
supply of copies to hand to owners. 


Two specimen letters that would be 
practical in such a campaign are pre- 
sented in the cut used in connection with 
this article. If two such letters fail to 
get results a third one could be sent out, 
listing the various tire economy neces- 
sities such as proposed for the dealer’s 
list of suggestions. But in all matter 
used it should be made conspicuous 
that this is a national campaign launched 
by Secretary Hoover against the rubber 
monopoly’s unreasonable prices and 
that the automotive trade has joined the 
campaign at his request. 





New York Show 
Trade Events 


(Continued from page 30) 











sales. Financing was also discussed by 
A. G. Boezel, a recently elected Ricken- 
backer director and an _ executive in 
Noyes & Jackson. Both speakers re- 
garded the future optimistically, basing 
their predictions especially on general 
conditions and corporation’s prosperity. 
Captain Eddie Rickenbacker and R. T. 
Hodgkin, general sales manager, also 
spoke. The desirability of adding the 
new Rickenbacker supersport car to the 
dealer line was emphasized. 

Those at the head table included F. R. 
Bump, in charge of eastern territory, and 
EK. Le Roy Pelletier, in charge of adver- 
tising. 

Peerless Sales Plans Talked at Dinner 

Charles H. Larson of Cutting-Larson 
Co., Metropolitan District distributor, 
was host to 275 eastern dealers at a 
Peerless show week dinner at Hotel 
Astor. Peerless sales plans for 1926 
were discussed and it was announced 
that the sales quota for 1926 is 30,000. 
Several of the foreign delegates to the 
World Motor Transport Congress were 
guests of honor. 
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Duval Dodge Shows Rotary 
Valve, 8-Cylinder Engine 


Power Plant Is Designed for Use in 
New ‘“Dodgeson” Car to 
Be Produced 





NEW YORK, Jan. 18.—An eighi-cyl- 
inder automobile engine with rotary 
valves was exhibited at a hotel here last 
week by John Duval Dodge, son of the 
late John F. Dodge, who was One of the 
founders of Dodge Brothers, Incorpo- 
rated. Mr. Dodge has had this engine 
designed for use as the power plant in 
a new automobile that he proposes to 
market under the name of Dodgeson. 

The new engine was designed by C. E. 
Wyrick, an automotive engineer of long 
experience. The valve mechanism js 
carried in a special detachable head of 
comparatively small dimensions. The 
head and block are about four inches 
wide and about the height of the conven- 
tional 8-cylinder engine. The valve 
chamber is just above the domed con- 
pression chamber of the cylinders and 
runs the length of the head. 

Rectangular inlet and exhaust ports 
are cast vertically in the domed head 
to connect with the valve chamber. At 
90 degrees either side of these vertical 
connections, are the intake and exhaust 
ports diametrically opposite, also of rec- 
tangular section, which connect with the 
intake and exhaust manifold respectively. 

The valve mechanism is a central shaft 
about two inches in diameter on which 
are mounted split expansible cast iron 
sleeves which have openings registering 
with openings cut in the shaft. Con- 
stant lubrication of the valves is pro- 
vided for by an oil channel at the top 
of the head and directly over the valve 
shaft, feeding oil through a number of 
pin-holes. 

The engine has bore and stroke of 
2144x5 in., with total displacement of 
196.34 cu. in., and rated horsepower of 20. 

No definite date is given as to when 
the Dodgeson car will be in production, 
although Mr. Dodge has stated that he is 
going ahead with his plans just as 
rapidly as the engineering and develop- 
ment work can be done. 





CLAY JOINS STUTZ 


INDIANAPOLIS, Jan. 18.—H. L. Clay, 
sales and advertising manager of the 
Lexington Motor Co., Connersville, Ind. 
has resigned to go with the Stuiz Motor 
Car Co. of America, Inc. C. H. Beal- 
mont was recently made assistunt gél- 
eral manager of the Lexingtor Mor 
Car Co. 








—————— 


Bassett Speaks at Buick Luncheon 


About 30 branch managers and dis 
tributors from other states «ttended 
a Buick luncheon at Hotel Co::modore 
during show week. Among the speak- 
ers were H. H. Bassett, presid nt and 
general manager of the Buic' Moto? 
Car Co. 
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War Department to Stop 
Servicing Motor Vehicles 





Estimated Saving Through Having 
Work Done in Private Garages 
Is $1,500,000 


WASHINGTON, Jan. 18.—Motor equip- 
ment, comprising approximately 25,000 
passenger cars and trucks, owned and 
operated by the War Department, and 
at the presnt time serviced by the govern- 
ment, will be serviced by private ga- 
rages effective June 1. 

Orders to this effect have been issued 
by the Secretary of War in the inter- 
est of economy, and instructions were 
issued to immediately abandon the nine 
government repair shops which at the 
present time do the repair work on the 
war and navy department’s automotive 
equipment. 

As a result the shops at Boston, New 
York City, Baltimore, Atlanta, San An- 
tonio, Chicago, Columbus, Ohio, Omaha, 
and San Francisco will be dismantled 
between now and June 1. The personnel 
in these shops will be distributed among 
the nine motor corps areas and they will 
do minor repairing, although the order 
contemplates that the major portion of 
all repair work will be done in com- 
mercial and private garages. The work, 
the order provides, shall be done in any 
garage available and is not done under 
contract, but to be handled the same as 
any privately owned automobile would be 
repaired, except that the bill for such 
work would be sent to the government. 

As a result of the government’s ac- 
tion in turning its repair work over to 
private concerns, rather than maintain- 
ing the nine shops, it is estimated that 
the saving will be approximately $1,- 
000,000 a year. The over-head in these 
shops has proven very expensive to the 
-government due to the fact that the 
volume of work was uncertain with the 
cost of transporting broken down equip- 
ment to the shops added. 


PONTIAC SIX CHRISTENED 


PONTIAC, Mich., Jan. 18.—Before an 
estimated crowd of 8,000 persons, com- 
posed of leading officials of the automo- 
tive industry, General Motors executives 
and Oakland officials, the Pontiac car, 
companion car to the Oakland Six, was 
formally introduced. Those’ taking 
Prominent part in the christening of the 
Pontiac were A. R. Glancy, president 


and general manager of the Oakland - 


Motor Car Co., Mayor Charles Rockwell 
of Pontiac, C. W. Matheson, vice-presi- 
dent in charge of sales and C. J. Nephler, 
formerly general sales manager of Oak- 
land and now Oakland dealer in this 
city. Miss Ester George, as “Miss Pon- 
tiac” christened the new car. 





EMERSON IS PROMOTED 
CHICAGO, Jan. 18—P. L. Emerson, 
Vice president in charge of sales for the 
Yellow “ruck & Coach Manufacturing 
Co. has buen advanced to the presidency 
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of the newly incorporated Yellow Manu- 
facturing Sales Corporation. The sales 
corporation will serve as the selling 
agency for all Yellow Truck & Coach 
products with the exception of G. M. C. 
trucks, and will be broader in scope than 
the Yellow Cab Manufacturing Sales 
Corporation which it supplants. Per- 
sonnel of the new corporation is as fol- 
lows: vice president in charge of cab 
and Hertz car sales, H. T. Kessler; vice 
president in charge of coach sales. H. E. 
Listman; secretary and treasurer, I. B. 
Babcock; assistant secretary, W. F. 
Fielder, assistant treasurer, E. J. Keilty. 
BUYS PEERLESS BRANCH 
DALLAS, Tex., Jan. 18—The Morten 


-Motor Company of which E. W. Morten 


is president, has purchased the factory 
branch of the Peerless Motor Company 
at Dallas and taken over the franchise 
for distribution of the Peerless lines In 
the Dallas district. C. L. McNulty is 
associated with Mr. Morten in the ven- 
ture. Both men have been in the auto- 
mobile business in Dallas for a number 
of years. The company also has a fran- 
chise for Hudson and Essex lines in the 
city of Dallas. 





The Chicago Show 


Issue 
of 


MOTOR AGE 
Will Be Published 


February 4, 1926 











Wilson Body Reports 1925 
As Best Year in Its History 


MOLINE, Ill., Jan. 18.—The year 1925 
has been the best in the history of the 
E. H, Wilson Manufacturing company, 
makers of automobile bodies, according 
to a statement from E. H. Wilson, its 
president. 


“The exceptional sale of automobiles 
throughout the country during this year 
has made the body business better than 
ever before,’ Mr. Wilson says, “and it 
would appear from plans now being 
made by the automobile industry in gen- 
eral that at least the first half of 1926 


will be as good or better than the year 
1925. 


“The country’s prosperity in general 
seems to be accounted for by the fact 
of the few disturbing elements in state 
and national politics, also our people 
seem to have ceased to some extent their 
worry and disturbed frame of mind over 
the settlement of foreign affairs, 

“The output of our industry for 1925 
was $2,000,000 and we have distributed 


for pay rolls nearly $750,000 among 
from 350 to 450 workers.” 
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Trade Days at N. Y. Show 
More Successful Than Ever 


More than 50,000 Tickets Are Dis- 
tributed by Management and 
Many Are Requested 








NEW YORK, Jan. 18.—Trade days at 
the show, Monday and Tuesday from 10 
until 1 o’clock, were regarded as more 
successful than ever. They were espe- 
cially significant not only in the large 
numbers of trade representatives present | 
from all over the country, but also in 
the apparent fact that they had come 
to do business with a facility unavail- 
able, except with much travel and time, 
under ordinary conditions. 


Upwards of 50,000 trade day tickets 
were issued, and a large number were 
sent out on receipt of several thousands 
letters of request. Most of these re- 
quests came from the accessories and 
parts branches of the industry, and the 


car men also distributed several thou- 
sand tickets. 


The show management covered the 
trade field in this respect more widely 
than ever. This was proved by the fact 
that men stationed at both entrances for 
the purpose of giving out trade day 
tickets to trade representatives not al- 
ready supplied with them disposed of 
only about 50 in this way. 


The management is to be congratulated 
for its success in broadcasting the trade 
tickets. This success proves that the 
lists obtained by the management are 
now more nearly complete than they 
have been in the past. 


Response of the trade to the opportuni- 
ties presented by the trade days was 
strong also because of the campaign 
early inaugurated by Sam A. Miles, show 
manager, in co-operation with the trade 
press, to impress upon the industry the 
importance of these days. Another re- 
sult of this campaign was an increase 
in the number of factory engineers and 
other experts who, by their presence at 
the booths on the trade days, could 
furnish all necessary technical and sales 
policy information. 


ee 


EUGENE, ORE. PLANS SHOW 


EUGENE, Ore., Jan. 18.—Eugene auto- 
mobile dealers are planning: another au- 
tomobile show to be held in the armory 
Feb. 24, 25, 26 and 27. Accommodations 
have been made for from 45 to 50 ma- 
chines and 21 different makes of ma- 
chines will be exhibited by both Port- 
land and Eugene dealers. 





ALLEN LEAVES DODGE BROTHERS 


DETROIT, Jan. 18.—Ray H. Allen, di- 
rector of purchases for Dodge Brothers, 
Inc., has resigned, His place has been 
taken by A. Z. Mitchell, vice-president 
in charge of manufacturing. No other 
change in the personnel of the purchas- 


ing department is contemplated at pres- 
ent. 
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1925 Is Best Year for Sales 


Since 1920 in San Francisco 





Profits Also Set Record for Five 
Years in California and 
Nevada 





SAN FRANCISCO, Jan. 18.—The year 
just closed has been the best, both as 
to volume of sales and as to profits 
taken, that automobile and accessory 
dealers in this territory—northern and 
central California and Nevada—have had 
since 1920, and one of the best since 
1913. While the peak months of each 
year in the industry in the distribution 
area of San Francisco are March and 
October, the peak of 1925 was reached in 
November, which was the best month 
the merchandising side of the automo- 
tive industry has had in this territory in 
the last five years. 

The weakest months of the year are 
December, January and February, due 
to the desire of buyers to wait and see 
the new models in the late January and 
February shows in San Francisco and 
Oakland; to registration day, which is 
the first of February, and to tax day, 
which is the first Monday in March. 
Immediately after tax day, sales begin 
to increase, and continue on the upgrade 
until July, when they slump slightly, 
due to vacations and touring, only to 
rise again in the latter half of August 
and continue upward until the peak is 
reached in October or November, as the 
case may be, 

In accordance with this customary 
condition, sales for December in north- 
ern and central California and Nevada— 
eliminating Fords—fell about 15 per 
cent below those of the peak month of 
November, which went about 40 per cent 
over November of 1924. Closed car sales 
—probably at least partly intended for 
Christmas gifts—began to increase as 
early as September, 1925, and continued 
to show a good gain through October 
and November. 


Sales to the Hawaiian Islands, a large 
part of which are handled through San 
Francisco, showed a gain estimated at 
20 per cent for November, and continued 
good through December, though no 
exact figures are yet available on these 
shipments. 


The increase in both volume and 
profits of automotive merchandising, in- 
cluding cars and accessories, for the 
year 1925 over 1924, is estimated by the 
dealers’ associations of San Francisco, 
Oakland, Sacramento and Fresno at ap- 
proximately 35 per cent. Admitting that 
the numerous and constant price de- 
clines during 1925 were responsible for 
much of this increased business, still 
the distributors and retailers through- 
out this territory are preparing for 1926 
to be as good as, or better than, 1925. 
The more conservative dealers are of 
the opinion that the coming year will 
rank, as to profits, if not as to volume 
of sales, about with 1925, possibly 10 
per cent better. 
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OLLIER REJOINS STUDEBAKER 

SOUTH BEND, Jan. 18.—L. J. Ollier, 
well known in the industry as vice presi- 
dent and director of sales of the Stude- 
baker Corporation of America, who re- 
tired several years ago and has since 
been living abroad, rejoined the Stude- 
baker organization by taking over the 
business of E. H. Watson, formerly 
Studebaker distributor in the United 
Kingdom. Mr. Watson, who has been 
associated with Studebaker since 1911, 
has concluded to retire from active busi- 
ness, and Mr, Ollier has arranged with 
him the details of purchase which will 
probably be consummated so that formal 
transfer of ownership will be effected 
before the end of the present month. 


— 


FEATURES SHOP WORK 


DENVER, Jan. 18.—The Norton Buick 
Automobile Company of this city tried 
the experiment this month of sending out 
some 1,500 letters to Buick owners fea- 
turing the shop work department, with 
the result of more than 100 per cent in- 
crease in the business of that department 
during the last two weeks. President 
Norton divided the gross receipts from 
this work for December 24 among the 
21 mechanics in this department by way 
of a Christmas bonus. The figure came 
to $309. The same day he distributed 
$500 in gold among the seven salesmen, 
and presented each one with a handsome 
leather portfolio for carrying all litera- 
ture necessary for selling Buicks. 


December Sales Set iWew 


Records in Lowy: ville, Ky. 


LOUISVILLE, Jan. 18. — December 
sales of new cars set a new record for 
that month and marked the closing of 
1925 as a very satisfactory year for 
Louisville automobile dealers. In 
nearly every instance the dealers repre- 
senting cars of standard makes sold 
considerably more automobiles than they 
did in the previous year. Ford dealers 


made strenuous efforts during the last 


three months of the year to overcome the 
sales drop of mid-summer which was 
caused by the change in models and 
sales during October, November and De- 
cember were far above the same months 
of the previous year. 


December’ sales’ received quite a 
stimulant from the advertising campaign 
conducted by the Louisville Automobile 
Dealers’ Association which advocated 
“Give Her a Car For Christmas.” Two 
hundred seven cars were delivered as 
Christmas’ gifts according to dealer 
reports. 


Dealers are entering 1926 with a very 
optimistic outlook and expect the year 
to exceed 1925 in sales. Used cars are 
moving fairly well and dealers continue 
to take them in at figures which allow 
an attractive resale price. Collections 
are fair. Repossessions are not alarm- 
ing. Christmas made December a splen- 
did month for radio business. Acces- 
sory sales are very good but tire dealers 
are feeling the effect of high prices. 
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Rochester Plans Big Show 
To Be Held January 25-30 


Nearly All Space in Three Large 
Halls Is Contracted—Heavy 
Attendance Expected 


ROCHESTER, N. Y., Jan. 18.—The 
eighteenth annual automobile show of 
the Rochester Automobile Dealers’ <As- 
sociation will be held at Edgerton Park 
here January 25 to 30 according to plans 
now in preparation by Robert J. Menzie, 
secretary of the association and manager 
of the show. This year’s annual dis- 
play of automobiles, parts and accesso- 
ries will be by far the greatest ever 
fostered by the local dealers. 

Already flearly every foot of space in 
the three large halls at Edgerton Park 
where the show will be held, has been 
contracted for and the chief problem be- 
fore the show manager is finding enough 
space to accomodate all who want to 
participate in the affair. 

The mode:ate admission price of 25 
cents morning and afternoons and 35 
cents evenings which was introduced last 
year and drew thousands of persons to 
the show, who otherwise might not have 
come, will be in effect again this year. 
The Rochester dealers believe that every 
person should be given an opportunity to 
see the show even though they may not 
be a prospect for a sale, on the theory 
that some day when they are in better 
financial circumstances they will remem- 
ber the local dealers and buy from them. 

R. D. Burch, president of the Rochester 
Automobile Dealers’ Association, ap- 
pointed Mr. Menzie manager of the show 
and is assisting him in the preparations. 
Other officers and directors of the asso- 
ciation who are doing their bit in the 
preparatory work are James J. Williams, . 
vice-president; Oscar W. Stanley, secre- 
tary; Charles W. Frisbie, treasurer and 
J. E. Hansen, E. M. Alling and G. Norton 
Mortimore, directors 


ne 


NEW MOON DEALERS 
ST. LOUIS, Jan. 18.—Moon Motor Car 
Co. announces the following dealer ad- 
ditions to its sales organization: 
Alexepulos & Ellis (Central Garage), El 


Monte, Cal.; G. P. Thiebeault, Ferndale, 
Cal.; C. J. Swithenbank, Fresno, Cal.; 
Smith & Von, Glendale, Cal.; G. I. Ham- 
blin, Inglewood, Cal.; Stevens & liggle 
Lankershim, Cal.; Perry F. Noller, Lind- 
say, Cal.; J. J. Welch, Rose & Anahiem, 
Long Beach, Cal.; Donnelly Motors, L0s 
Angeles; Box-Smith & Co., Los Angeles; 
Lewis Garage, Marysville, Cal.; Girola 
Bros., Oakland, Cal.; Arthur J. Schubert 
(Southland Garage), Redlands, Cal.; Webb 
& Gross, San Francisco; R. S. Shriner, 
Redondo Beach, Cal.; Harry P. Stxrr, San 
Pedro, Cal.; John Dryer, Santa IF :rbara, 
Cal.; Kirk Service Station, Taft, Cal. 
Brack Motor Sales Co., Inc., Hartford, 
Conn.; Universal Garage, Duquoin, Il; 
James R. Ackerman, Topeka, Kan: A. J: 
Wilde, Ridgewood, N. J.; Goodwi: Motor 
Car Co., Brooklyn, N. Y.; Crystai Moto? 
& Oil Co., Watertown, S. D.; Orang Crush 


Bottling Co., Madison, Wis. 
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December Business Is Nearly 


Double 1924 in Salt Lake 


More Cars Are Sold for Christmas 
Than Ever Before in Terri- 
tory, Dealers Say 





SALT LAKE CITY, Jan. 18.—In De- 
cember this year 530 cars and 47 trucks 
were registered, compared with 290 cars 
and 89 trucks for December of last year, 
and 730 cars and 84 trucks for Novem- 
per of 1925. The total registrations last 
year numbered 69,382 cars and 9,856 com- 
mercial vehicles, 


More cars were sold for presents this 
Christmas locally than before, and this 
was especially true of the higher priced 
machines. Another feature of the local 
market is the increasing tendency of 
well-to-do men to purchase light cars 
for their families so that their own ma- 
chines may be kept for their own use 
exclusively. One dealer estimated that 
25 per cent more were doing this than 
heretofore. 


Automobile men here are in a happy 
mood at this time. Several of them re- 
port an appreciable number of orders for 
spring delivery. The used-car situation 
is not quite as good as normal for the 
season. but it is not alarming by any 
meaus. The head of one big firm said 
today that he hoped to move all of his 
used-cars, a larger stock than he ordi- 
narily carries, in the spring without any 
difficulty. He thought the closed-car had 
been largely responsible for the large 
stocks of used-cars on hand, but said it 
had also helped the sale of new ma- 
chines, 

The industrial situation is exceed- 
ingly good. Every one here, including 
the automobile men, believe 1926 is going 
to be a banner year for Salt Lake City 
and Utah. All essential industries are 
in good shape. Bankers known for 
their conservatism declare they can see 
no “dark spots” for 1926. It is a long 
time since nroney was as plentiful at 
the beginning of a new year in Utah as 
it is right now. 


Car Makers Are Watching 
Southeast Most, Says Myers 


ASHEVILLE, N. C., Jan. 18.—The South- 
eastern states are attracting more atten- 
tion in the automobile manufacturing in- 
dustry than any other group of states, 
declared Henry T. Myers, of Detroit, di- 
rector of sales of the Chrysler Corpora- 
tion, who left here for Detroit after visit- 
Ing the Chrysler agency located on the 
Site of the residence occupied by Mr. 
Myers when he was a resident of this 
City 20 years ago. 

North Carolina, South Carolina and 
Florida are the three states of the Amer- 
can Union which the automobile manu- 
facturers probably are watching closest 
at this time, Mr. Myers said. Discussing 
details of the growth of the southeast 
and particularly of the Carolina terri- 
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tory, Mr. Myers pointed out that 23 cot- 
ton manufacturing plants have been 
built within a 200-mile radius of Char- 
lotte within the past two years. 


The Chrysler organization of dealers 
and distributors in this state is strong, 
and is planning on spending more than 
$1,000,000 in the next year in building 
service stations and sales rooms. The 
south as a whole has not yet compre- 
hended the true extent and importance 
of its expansion, added Mr. Myers. The 
Chrysler sales director completed here 
his tour of a large part of the United 
States, in the course of which he visited 
many of his company’s 4,000 dealers. 


NEW DUNLOP WAREHOUSES 

BUFFALO, N. Y., Jan. 18—The Dun- 
lop Tire and Rubber Co., announces the 
establishment of three new warehouses, 
increasing the total to 30 throughout the 
United States. Des Moines, Ia., and 
Miami and Tampa, Fla., are the locations 
for the new warehouses. General Sales 
Manager E. H. Kidder stated that the 
Des Moines warehouse was established 
because the present outlets had been 
found inadequate to meet the needs of 
middle west dealers. The establish- 
ment of the warehouses in Florida is in 
line with the commercial development 
of that state. 
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TURNER LEAVES MEMPHIS 


MEMPHIS, Jan. 18.—The Memphis 
plant of the Ford Motor Co. lost one of 
its valued men when E. W Turner left 
to take over the management of the 
Standard Auto Co., McKeesport, Pa. This 
change will put him with one of the 
largest dealers operating under the 
Pittsburgh branch of the Ford Motor 
Co. Mr. Turner worked in the Ford 
shops and was later traveling represen- 
tative and served for awhile as vice- 
president of the Buchanan-Turner Co. 
at Tupelo, Miss. Lately he has been 
advertising manager of the Memphis 
branch. 
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PAYMENT PLACE UPHELD 


WASHINGTON, Jan. 18.—Members of 
the Washington Automotive Trade Asso- 
ciation here have placed themselves on 
record in support of the present system 
of deferred payments. In the opinion of 
the members, there is no longer any 
need for speculating as to the soundness 
of motordom’s credit structure, if the 
purchaser is financially responsible, 

“The key to the situation lies in the 
discovery that while 65 to 75 per cent of 
the motorists are buying their cars on 
deferred payments,” a statement of the 
association says, “a greater percentage 
of buyers are able to purchase their cars 
for spot cash. That they desire to pur- 
chase out of income is evidence that they 
want to buy on modern terms and not 
an indication of their inability to pay. 
So long as the car buyer is financially 
sound, the finance institutions should be 
able to handle all the installment paper 
required. 
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Manufacturers Must Aid in 
Used Car Sales, Grant Says 





Connection Between New and 
Trade-in Selling Too Close to 
Be Ignored, He Believes 


NEW YORK, Jan. 18—Automobile 
dealers alone cannot handle the used car 
problem, and car manufacturers must 
give more study to the merchandising of 
used cars than ever before, according to 
R. H. Grant, vice-president and general 
sales manager of the Chevrolet Motor Co. 

He believes that throughout 1926 the 
used car markets should be given first 
consideration by all car makers and deal- 
ers. The reasons for this from the manu- 
facturer’s standpoint he stated as fol- 
lows: 

First, new car production schedules 
cannot be made with a confident knowl- 
edge that these schedules can be shipped 
to dealers unless the manufacturer 
knows the number of used cars in the 
hands of his dealers, and the ability of 
the dealer organization to sell used cars. 

Secondly, the manufacturer must 
know that the dealer organization is 
properly merchandising the used ears, 
thereby building up public good will for 
future sales outlets. 

Thirdly, the car manufacturer should 
assist the dealer organization in the 
formulating of sales and service policies 
for used cars the same as has been done 
in the past for new cars. The inter- 
relationship between new and used car 
merchandising has become so closely 
allied that neither the manufacturer nor 
the dealer should think of one without 
the other. 


St. Louis Dealers to Hold 
Annual Show Feb. 22-27 


ST. LOUIS, Jan. 18.—Robert E. Lee, 
manager, St. Louis Automobile Dealers’ 
Association has announced that the nine- 
teenth annual automobile show of that 
association will be held in the new Union 
Market building. The structure, which 
is owned by the City of St. Louis, oc- 
cupies an entire city block between 
Broadway and Sixth street, Lucas ave- 
nue and Morgan street. It is ore block 
from the principal retail store district 
of the city. The show will be held from 
Feb. 22 to 27, inclusive. 


The building is four stories high. The 
first floor is occupied by the public 
market while the three upper floors are 
being used for public day-time parking 
under the management of the city. All 
of the upper floors are reached by ramps. 

Lee will, as usual, manage the show 
while the committee appointed by the 
Sst. L. A. D. A. is composed of John T. 
Salisbury, More Auto Co., Marmon dis- 
tributor; George M. Berry, Berry Motor 
Car Co., Packard distributor, and Wil- 
liam Walsingham, Western Auto Co., 
Pierce-Arrow distributor. The office of 
the show is located at 3124 Locust boule- 
vard. 
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Improvements in Chevrolet Engine 
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HE above illustrations which have 

just been made available show in 
detail the improvements in the Chevrolet 
engine which were mentioned in the 
January 7, 1926, National Shows Issue 
and Specification Number of Motor AGE, 
The illustration of the piston and con- 
necting rod shows the prevalent practice 
of reducing skirt area. This illustration 
also shows the dipper construction of 
the bottom of the connecting rod to- 
gether with oil hole in the connecting 


rod cap. It will be observed that three 
rings are used, all being above the 
piston pin and that the lower one is of 
special construction to permit excess oil 
from the cylinder walls to drain back 
into the crankcase. The change in oil 
pump location is shown in the upper 
right hand view, this location eliminat- 
ing the possibility of having to prime the 
pump. A rear view of the engine (see 
lower right hand corner) shows the new 
air cleaner which is mounted on the 


exhaust pipe and serves as a hot air 
stove as well as air cleaner. Simplicity 
at the front end of the engine has been 
obtained by reducing the number of gears 
to two, that is, the one on the crank- 
shaft and the one on the camshaft. A 
V belt drives the fan and generator, the 
same pulley which operates the fan also 
serving to drive the water pump. This 
construction is shown in the center 
illustration which gives the left side of 
the engine. 





CHRYSLER STRESSES SERVICE 


FFICIENT and courteous’ service 

was stressed as the most important 
factor in the continued success of an 
automobile dealer business, by Walter P. 
Chrysler speaking at the annual New 
York Show luncheon of the eastern dis- 
tributing organization of the Chrysler 
organization. He urged the _ dealers 
present to get the best service manager 
and mechanics available, and to pay 
them what they were worth. 

Mr. Chrysler also stated that the four- 
cylinder model would be continued in- 
definitely as he believed that there al- 
ways would be a tremendous market for 
a car of this type. Other speakers at 
the luncheon, at which the attendance 
was approximately 1,000, were J. E. 
Fields, vice-president of the corporation, 
and T. F. McManus, advertising counsel. 


FEDERAL MOTOR TRUCK DEALERS 
DINE 

About 100 dealers attended a Federal 

Motor Truck dinner at Hotel Commodore 

during the New York Show. F. L. 

Pierce, vice-president in charge of sales, 

was toastmaster and Martin L. Pulcher, 
president, also spoke. 





New four-dcor landau sedan on Star Six chassis which was exhibited at the New York 
Automobile Show last week. It lists at $975 and is in satin finish, gray lacquer with 
fine gold striping. 


SHEPARD JOINS RAYFIELD 
CHICAGO, Jan. 18.—E. H. Shepard has 
been appointed sales manager of the 
Rayfield carburetor division of Beneke 
Manufacturing Company. He was re- 


cently with Holley Carburetor Company 
of Detroit and for many years pre ious 
was manager of the Detroit branch of 
Stromberg Motor Devices. He will :ake 
his headquarters in Detroit. 
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Ford Has New Finance Plan 
in Northeastern Districts 


Boston Bank Works Out System 
Whereby Buyer Can Pay as 
Low as $75 Down 





BOSTON, Jan. 18. — The National 
Shawmut Bank of Boston, New England 
depository bank of the Ford Motor Com- 
pany of Detroit and its Boston branch, 
has worked out details of a financing 
plan for the sale of both new and used 
Ford cars and trucks. The new plan 
was completed a few weeks ago and sub- 
mitted to the dealer organization in the 
New England territory and is now in 
operation by many of the Ford agents. 

Vice President F. A. Newhall is in di- 
rect charge of the plan and he is the 
contact man at the bank for the deal- 
ers. It covers Maine, New Hampshire, 
Vermont, Massachusetts and Connecticut. 
Rhode Island is not included because 
Dutee Wilcox Flint controls that state 
and he works independently of the 
branch in Boston. This plan supersedes 
all previous ones. 


On the new cars the minimum down 
payment is $75 in cash with dealer’s 
guarantee of $25, or $100 in cash. The 
maximum time is 18 months and the 
insurance is approximately 90 per cent 
of cash sales price. It includes four bal- 
loon tires and lock wheel. Additional 
equipment may be financed on plans 
where the down payment is 25 per cent 
of the cash sale price or greater. 


The down payment for the Coupe, 
Tudor or Ford Sedan is $98 in cash. 
The other terms as to time, etc., are 
the same. For new commercial cars the 
minimum down payment is 25 per cent of 
the cash sale price with a reasonable 
amount for accessories. This same 


agreement applies to used passenger 


cars and trucks. 


For the used cars and trucks financed 
under a non-insurance plan the minimum 
down payment is 331/3 per cent of the 
cash sale price. The time limit is 10 
months. The charge for the chart on 
non-insurance vehicles is payable in 
cash, while for the others it is included 
in the chart charge. The Shawmut Bank 
has worked out charts and contracts 
covering every phase of the plan to make 
it easily understood and workable. 





NEW PAIGE DEALERS 
DETROIT, Jan. 18.—The Paige-Detroit 


Motor Car Company has appointed new 


dealers as follows: 


nap 5. Werner Motor Co., Norfolk, 
ee New Day Motor Co., Council Bluffs, 
Owa; «roves Bros., Cloverdale, Calif.: 


Ross Swinger, Robinson, Ill; Hemlyn & 
Greenberg, 


M Coral, Mich.; Paige-Jewett 
Otor Sales Co. of South Norwalk, Nor- 
ey Conn. T. F. Dreher, Ridgewood, 
a i. Miller Co., Atlantic City, WB Jd? 
foo W. Anderson, Calexico, Calif.; 

Munity Motors, Huntington Park, 


ue; Oixie Sales & Service, Covington, 
Wail Auto Laundry Co., Columbia, Mo.; 
‘te Psige-Jewett Co., Ashville, N. GC: 
* *. «chnston, Willow Springs, N. C. 
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Paige-Jewett Auto Sales, Hamilton, Ohio; 
W. W. Letcher, Springhill, Nova Scotia; 
A. Brenneman, Carlock, Ill; John T. 
Maple, Fairbury, Ill.; W. E. Froechlich, 
Gridley, Ill.; Highspire Garage, High- 
spire, Pa.; C. L. Eidman, Clyde, N. Y.; 
and C. C. Childs & Son, Jacksonville, Tex. 





McGOODWIN RESIGNS 

LOUISVILLE, Jan. 18.—Harry Mc- 
Goodwin has resigned as district man- 
ager of the Standard Oil Company of 
Kentucky, after more than 40 years serv- 
ice with the company. Mr. McGoodwin 
asked that his resignation be accepted so 
he could retire from active service. W. 
F. Gardner, formerly assistant to Mc- 
Goodwin, has been promoted to district 
manager. 


BURTON J. WESTCOTT 

SPRINGFIELD, O., Jan. 18.—After an 
illness of several weeks, Burton J. 
Westcott, 57, former mayor of Spring- 
field, car manufacturer and banker, is 
dead at his home, 1340 East High Street. 
Mr. Westcott came to Springfield in 
1903 when the Hoosier Drill Co. was 
absorbed by the American Seeding Ma- 
chine Company, the Superior Drill Co. 
of Springfield also being taken into the 
new company. Mr. Westcott became 
treasurer of the new company. At Rich- 
mond he conducted the Westcott Carriage 
Company, later the Westcott Motor Car 
Company of Springfield, which was re- 
cently sold to Cleveland and Detroit 
parties. 


Mr. Westcott was active with the 
American Seeding Machine Co. until 
July, 1924, when he concentrated his 
attention on the motor car company. 


D. G. Roos Appointed Chief 
Engineer of Marmon Co. 


INDIANAPOLIS, Jan. 18.—The ap- 
pointment of D. G. Roos as chief engi- 
neer of Nordyke & Marmon Co. was 
announced at the Marmon convention 
here by President G. M. Williams. 


Mr. Roos is well known to the tech- 
nical and automotive trade as the chief 
engineer of the Locomobile Co. of Amer- 
ica, Inc., an institution which he has 
served continuously for 13 years, follow- 
ing service with the General Electric 
Co. and other industrial leaders. He is 
a graduate of both the mechanical and 
electrical departments of Cornell Uni- 
versity, and has made extensive studies 
of European automotive and engineering 
practice. He came to Nordyke & Mar- 
mon Co. some time ago as associate in 
the engineering department, and has 
just accepted the new position of chief 
engineer under Col. Howard C. Marmon, 
vice-president in charge of engineering. 


In an address to the Marmon conven- 
tion, Mr. Roos gave a very clear state- 
ment of the high rank of the Marmon in 
the industry, and the pleasure a close 
study of the car and the production 
methods give an outsider, possessing a 
comprehensive engineering background 
by which to judge the institution and 
its product. 


‘known as the pebble mill. 
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Guayule Rubber Plant Is 
Producing One Ton Daily 


Infant Industry in Texas Found to 
Be Practical—Shrub Brings 
$40 Per Ton 





MARATHON, Tex., Jan. 18.—This lit- 
tle town in southwestern Texas in the 
Rio Grande country claims to be the 
home of the only rubber factory in the 
United States. Rubber is made here 
from the guayule plant, which grows 
wild all over this section. The factory 
here has reached an output of one ton 
daily. It is being run at capacity and 
preparations are being made to en- 
large it. 


The guayule is a shrub tree from three 
to five feet high, having the appearance 
of a sage bush. Beneath its outer bark 
is a sap known as latax, from which the 
rubber is made. 


The shrub is pressed into bales like 
hay. The sap is pressed out in what is 
About 30,- 
000 gallons of water is required to pro- 
duce a ton of rubber. 


The rubber producing plant grows 
over a territory of about 10,000 square 
miles in Texas, and across,the border 
in Mexico there are thousands of square 
miles covered with the shrub. It is a 
native plant, growing in the mountain- 
ous section. 

The plant is gathered roots and all 
and brings about $40 per ton at the 
factory here. The finished product comes 
from the presses in sheets about three 
inches thick, 30 inches long and 15 inches 
wide. It is placed in sacks and shipped 
to New York for market. 


MCCABE JOINS STUTZ 


CHICAGO, Jan. 18.—The appointment 
of John Walter McCabe as manager of 
the exchange car department, has been 
announced by F. D. Cerf, president of 
the Stutz Chicago Factory Branch, Inc., 
2247 Michigan Ave. Mr. McCabe started 
his automobile career with the Stutz in 
Chicago, and later was manager of the 
exchange car department for the Chicago 
Motor Car Company. 


CELEBRATES BIRTHDAY 


PORTLAND, Ore., Jan. 18.—The Olds- 
mobile Company of Oregon has cele- 
brated its tenth birthday after complet- 
ing the most successful year of its his- 
tory. December, usually a dull month 
in the business, brought the largest vol- 
ume of business for the entire year of 
1925. In commemoration of its tenth 
anniversary, the company presented each 
of its 55 employees with a life insurance 
policy. These policies averaged $1,000 
each, the amount in each case being 
based on length of time the employee 
has been in the service of the firm. Per- 
sonal protection through individual poli- 
cies was provided in preference to group 
insurance. 
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EVANSVILLE, Ind.—The branch house 
at Mt. Carmel, Ill., of the Wabash Valley 
Motor Company, local Hudson and Essex 
distributor for Southern Indiana and Illi- 
nois and Western Kentucky, has been 
transferred to W. C. Reed as a retail 
dealer agency. Mr. Reed was manager 
of the branch for the Wabash Valley com- 
pany. 





TOLEDO.—The Broadway Overland Co., 
capitalized at $30,000 has been formed 
here to become the sixth city dealer for 
Willys-Overland motor cars in Toledo 
and to take care of a large territory in 
the southern part of the city. 


PORTLAND, Ore.—‘Cam” TT. Wilson, 
former sales manager of the William L. 
Highson Company, authorized Ford 
dealer, has been named manager of the 
local branch of the company. 


SYLACAUGA, <Ala.—The Vardaman- 
Peace Chevrolet Co., is a new dealer firm 
organized and incorporated here with 
$10,000 capital by E. A. Peace and R. H 
Vardaman, 








handling the Chevrolet line. 


DENVER.—After several years as 
associate manager for the Scully-Norris 
Motor Company, Sam Luby has become 
an associate dealer in Hudson and Essex 
cars. Associated with him in the new 
firm, known as the Luby Motor Com- 
pany, will be A. T. Elting and Warren E. 
Williams. 








ST. LOUIS.—Executives, heads of de- 
partments and salesmen of the Hudson- 
Frampton Motor Car Co., and their fami- 
lies were guests New Year’s Eve of R. C. 
Frampton, president, and A. S. Frampton, 
vice-president, of the firm at a theater 
party. After the performance the party 
was entertained in the west show room 
of the Hudson-Frampton Co. at a dance. 


HAZELHURST, Miss.—H. W. 
of Hazelhurst, and W. L. Andress of 
Brookhaven, Miss., have organized and 
incorporated the Hutchins-Andress Chev- 
rolet Co. here with $25,000 capital, and 
taken over the dealer agency for the 
Chevrolet in this district. 


DECATUR, [Ill.—The Fred Campbell 
Auto Supply Company, St. Louis, has occu- 
pied the former quarters of the Hedges 
Oakland agency, 332 East Main Street, 
and established a territory headquarters 





Hutchins 








for its auto accessories, and garage 
equipment wholesale trade. 
EVANSVILLE, Ind.—F. W. Morgan, 


Vincennes, Ind., has joined the sales staff 
of the Phillips-Osborne Motor Company, 
Studebaker dealer, as used car salesman. 





SPOKANE, Wash.—Gordon Motor Com- 


pany of Hillyard has become a Nash-Ajax 
dealer. 





MILLERSBURG, O.—Carl H. Mast has 
opened a garage and sales agency in a 
new building recently completed on 
Court Street, and has been made agent 
for the Buick line of automobiles. 





ST. PETERSBURG, Fla.—A wedding of 
prominent society people from Tampa, 
Fla., held in the show rooms of the Penin- 
sular Motor Co., of St. Petersburg, 
Studebaker dealer, was the unique method 
this company recently used to formally 
open its new sales building and service 
station here. 


BOWLING GREEN, O.—The Bowling 
Green Buick Co., has been organized 
with a capital of $10,000 to handle the 
Buick line in Wood County, Ohio. The 
company will operate a garage and ac- 
cessory store. 


MONMOUTH, I1l.—C. H. Belting, former 
farm advisor in Mercer County resigns 
that position Feb. 1 to establish a Willvs- 
Knight and Overland agency in this city 
in the Holmes Building. 


EVANSVILLE, Ind.—Marion Lytle is the 
latest addition as retail salesman with the 
Hall-Hagans Chevrolet Company, Chev- 
rolet dealer. 


SPCKANE, Wash.—The Finlay Stude- 
baker distributor for eastern Washington 
has gone out of existence and the firm of 
Wallace Brothers has taken its place. The 
new firm is composed of George B. and 
D. E. Wallace who recently closed out 
their Studebaker distributing agency in 
Pedleton, Ore. 





HAMILTON, O.—Robert R. Miller and 
E. H. Ruby have opened a sales agency 
and service station at 226 East Main 
Street, where the Paige and Jewett lines 
of automobiles will be distributed. 


AURORA, Ill.—George Barclay, 
of Kendall County, and manager of the 
Buick agency at Yorkville, has closed 
a deal for the purchase of the Aurora 
Motor Car Company, the oldest distribu- 
utor in this vicinity. The new owner 
will continue the distribution of the 
Pierce-Arrow and Stearns-Knight cars in 
the Kane County territory. 


VANCOUVER, B. C.—The new home of 
Vancouver Motors, Ltd., Ford distributor, 
was opened recently. 
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BALTIMORE.—-The Hogge battery as- 
sembly plant, 3507 O’Donnel Street, Balti- 
more, has opened a branch at 5112 York 
Road for the manufacture and repair of 
automobile and radio batteries. <A sales 
department also will be established at 
the branch, where batteries, gasoline, oil 
and accessories will be handled. 


APPLETON, Wis.—A Chevrolet sales 
and service station has been opened here 


in the building at 124 East Washington 
Street, formerly occupied by the General 
Auto Shop. Herbert Satterstrom and 


John H. Owen who have taken over the 


agency formerly held by the Fox River 
Chevrolet Co. own the new station and 
will operate it under the style S & O 


Chevrolet Co. 





OTTAWA.—Announcement is made of 
the appointment of the Ottawa Car Manu- 
facturing Company, Ltd., as Nash and 
Ajax representatives in Ottawa. 


SPOKANE, Wash.—The Spokane County 
distributing agency and city retail agency 
for the Dunlop tire line has been taken 
by George H. Koester & Son. This firm 
acted as distributors for Kelly-Spring- 
fields for several years until that factory 
opened a branch here recently. 





ELGIN, Il1l.—Joseph W. Taft has opened 
a garage and sales agency at 226-230 
North State Street. He has organized 
a $10,000 stock company and will dis- 





tribute the Cadillac car in the Kane 
County territory. 
WASHINGTON C. H., O.—The show 


room for the Franklin and Hupmobile, 
operated by J. Elmer White has been 
moved from Market Street to West Court 
Street, into larger quarters. 





HAMILTON. Ont.—The Hamilton Sales 
Company has been selected as distributor 
for Hudson and Essex motor cars for 
Hamilton and territory. 


FREDERICKSBURG, Tex.—R. L. Kott, 
Buick dealer here, has sold his garage 
and the Buick franchise to W. E. Louden, 
E. H. Apelt, Emil Kock and Paul Webber, 
well known automobile men who have 
formed the Standard Motor Company for 
the purpose of operating the new business. 


RACINE, Wis.—The Burkert Motor 
Sales Co. has opened for business in its 
new quarters at 925-936 Washington 
Avenue where the new Pontiac will be 
shown in connection with the company’s 
double Pontiac-Oakland franchise. 











BUFFALO, N. Y.—The Schneider-Trapp 
Corp., Chevrolet dealer, has completed a 
50 by 70 addition to its show room and 
service station at 1556 Hertel Avenue, at 
a cost of $10,000. This will be used 
chiefly as a used car show room and is 
the last of a series of expansion measures 
which have been adopted since the cor- 
poration began business here three years 


ago. 


EVANSVILLE, Ind.—John Bosse, Jr, 
has joined the retail sales staff of the 


Huber Motor Sales Company, Hupmobile 
dealer. 





VERNON, B. C.—Bloom and  “Sigcalet 
have acquired the Hudson-Essex agency 
for Vernon and Lumby. 





BALTIMORE, The Harford Garage and 
Machine Co. has been appointed dis- 
tributor of the Kissel line. The company 
formerly was distributor for the Stanley 
steamer. 





TOLEDO.—Papers have been filed char- 
tering the Broadway Overland Co., with 
an authorized capital of $30,000 to deal 
in automobiles and accessories. 

DETROIT.—Orville Coppock, sales man- 
ager of the Standard Motor Truck Com- 
pany of Detroit, has taken over the adver- 
tising of the company and in the future 
will be known as sales and advertising 
manager. 





EVANSVILLE, Ind.—A. E. Rohda, for- 
merly chief clerk at the local United 
States Tire factory distribution branch, 
has joined the Day-Schwartz Tire Com- 
pany, United States tire dealer, as retail 
salesman in local territory. 


COLUMBUS, O.—The Frank H. Law- 
well Co., formed several months ago to 
sell Ford cars and tractors in Columbus 
has occupied its new sales room and 
service station at 804 Mt. Vernon Avenue, 
especially erected to house the company. 


INDIANAPOLIS.—Ted Lashbrook, who 
for several years has been active in retail 
sales circles along the Indianapolis mo- 
tor row, has been announced used car 
manager for the Indianapolis branch of 
the Studebaker Corporation of America. 








SALT LAKE CITY.—A branch of Rich- 
ardson-Bower, Ine., Dodge distributor 
and dealer with headquarters on Motor 
Avenue and Second East Street, is being 
established at Sugar House, high class 
Salt Lake City suburb. 


EVANSVILLE, Ind.—Albert Fehn, for- 
merly retail salesman with the Bennighof- 
Nolan Company, Willys-Knight and Over- 
land distributor and dealer, has joined 
the retail sales staff of the Graulich Auto 
Sales Company, Chrysler dealer. 








MEMPHIS.—Conrad J. Rohrbach has 
been appointed by the Butler-Goodman 
Company, Memphis as manager of the 
Pierce-Arrow division of its organization. 


VICTORIA, B. C.—Jameson Motors, 
Ltd., has been appointed distributor of 
Locomobile cars for Vancouver Island. 


MONMOUTH, Ill.—C. H. Belting, of 
late farm advisor for Mercer County, has 
resigned that position to open a motor 
car agency here as soon as he can find 
suitable quarters. He has been appointed 
distributor of the Overland and Willys- 
Knight cars. 











DALLAS, Tex.—In keeping with its 
policy of carrying the cars it handles as 
close as possible to the people the Fergu- 
son Motor Company, Hudson-Essex dis- 
tributor, this week announced the 4P- 
pointment of the Treadway Motor 
Company as Hudson-Essex dealer i” 
Dallas. 





ROCHESTER, N. Y.—The Franklin dis- 
tributing agency here, formerly held by 
Cc. W. Giles, has been taken over bY 
Franklin Rochester Motors, Inec., 2_neW 
corporation organized by J. Howard Kidd, 
Jr., and C. L. Cool, Rochester business 
men. The firm has established sales and 
service rooms at the Million Dollar Ga 
rage, University Avenue. 


EVANSVILLE, Ind.—Officers of the We: 
bash Valley Motor Company, Hudson an 





Essex distributor and dealer, tody, = 
tended the formal opening of their “* 
retail dealer branch at Olney, IIl., to 


operated by 


the Olney Hudson-Hsse* 
Company, C. 


A. Jennings, president. 
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With the Associations 





Illinois Plans Convention 


CHICAGO, Jan. 18.—The annual meet- 
ing, convention and election of officers 
of the Illinois Automotive Trade Asso- 
ciation will be held in Springfield, [IIl., 
at the Abraham Lincoln Hotel, March 1 
and 2, according to the official call 
issued by President H. A. Amerman of 
the association. 

The sessions will start the evening of 
Mareh 1 and three sessions will be held 
the day of March 2. Among the problems 
which will come before the convention 
for discussion and action will be auto- 
mobile financing, conditional sales con- 
tracts, absorption of the war excise tax 
reduction, and the sale of this year’s 
volume of production. 

The nominating committee has named 
the following as the official slate for 
election: 

H. A. Amerman, Urbana, to succeed 
himself as president; W. E. Butler, Chi- 
cago, to succeed himself as first vice- 
president; F. A. Sperry, Bushnell, to 
succeed himself as second vice-presi- 
dent; J. S. Goebel, Mendota, to succeed 
himself as third vice-president; H. D. 
Rue, Bloomington, to succeed himself as 
fourth vice-president; W. E. Johnston, 
Peoria, to succeed W. W. Ingram, Pe- 
oria, as treasurer; the following for 
directors, three year term—A. C. Price, 
Rockford, to succeed W. H. Williamson, 
Rockford; E. J. Kilbourn, Decatur, to 
succeed H. L. Snyder, Danville; D. U. 
Smith, Chicago, to succeed James Levy, 
Chicago; H. A. Wohmeier, Chicago, to 
succeed H. P. Branstetter, Chicago. 


Shop Exhibit Planned 

PHILADELPHIA, Jan. 18.—EHight Phil- 
adelphia jobbers who are members of the 
Automotive Equipment Association have 
joined forces for the first time this year 
in a combined shop equipment exhibit 
which will be a prominent feature of the 
Twenty-fifth Annual Automobile Show of 
the Philadelphia Automobile Trade Asso- 
ciation in the Commercial Museum, Jan- 
uary 16-23. 

In addition to the combined exhibit, 
each jobber has his individual acces- 
sories and replacement parts display 
at the show. 

The shop equipment exhibit features 
the merchandise of approximately fifty 
Manufacturers represented by the par- 
licipating jobbers. It occupies a 
Separate room adjoining the main exhi- 
bition hall and has a floor space of 
approximately 5,000 sq. ft. The exhibit 
iS a 100 per cent working display with 
each ‘ool and each piece of equipment 
mM working order and ready to be oper- 
ated as a practical demonstration for 
Interested tradesmen at the show. Each 
factory whose products are exhibited is 
represented by one or more men to 
demonstrate them. 


Los Angeles Elects Bellis 

LOS ANGELES, Jan. 18.—George Bel- 
lis, general manager of the southern Cali- 
fornia factory branch of the Lee Tire & 
Rubber Company, has been elected presi- 
dent of the Los Angeles Automotive 
Trades Association for the ensuing year. 
Mr. Bellis has been active in the affairs 
of the association for the last four years, 
and during the last year served as vice- 
president. He succeeds George Gardi- 
ner, Los Angeles replacement parts 
wholesaler, under whose administration 
the organization has enjoyed a substan- 
tial development program. . 

Other officers of the association who 
were elected to serve during the new 
year include Harry A. Ungar, of Ungar 
& Watson, Stewart-Warner distributors, 
Los Angeles, first vice-president; F. Ken- 
neth Stoakes, of Ken Stoakes’ Garage, 
second vice-president; A. J, Tobey, presi- 
dent of A. J. Tobey Company, Southern 
California distributors, Philco batteries 
and battery products, treasurer. The 
three directors were Phillip W. Battelle, 
business manager of the “Service Sta- 
tion News,” Byron Phillips, sales mana- 
ger of the Pennzoil Company, and Louis 
F. Schwamb, general manager of the 
Southern California factory branch of 


Brown & Caine, manufacturers and dis-— 


tributors of automotive equipment. 

Elections held in the various divisions 
of the association gave the following 
results: 

Battery distributors — Chairman, 
Charles Holcomb, president and general 
manager of the Western Auto Electric 
Company, Southern California distribu- 
tors of Willard batteries and parts. 

Battery & Electrical Division—Chair- 
man, Clarence Harbold of the Perpetual 
Electric Company; vice chairman, Rich- 
ard Bissett, of Caldwell & Bissett; Sec- 
retary, J. H. Fisher, of Fisher & Smith. 

Garage and Repairmen’s Division— 
Chairman, Jack Fletcher, of Jack Fletch- 
er’s Garage & Tow Service; vice chair- 
man, Homer Detrick, of Detrick’s 
Garage; Secretary, H. A. Scholler, of 
H. & S. Garage. 

Replacement Parts & Accessory Job- 
bers’ Division—Chairman, L. F. Schwamb 
of Brown & Caine; vice-chairman, J. A. 
Padden, distributor of Budd Michelin 
line in Southern California; secretary, 
Clete Mulick, of the Lovejoy Pacific 
Company. 

Tire Dealers’ Division — Chairman 
George Bellis, president of the associa- 
tion; vice-chairman, Sid Niblo, of Convey 
& Niblo Company; secretary, F. Ken- 
neth Stoakes. 

Top, Trimmers & Painters Division— 
Chairman, C. C. Hichenhofer, president 
of the Atlas Auto Works; vice-chairman, 
Earl Morgan, of the Morgan Top Com- 
pany; secretary, Leroy Snodgrass, of the 
Wilson & Bowen Top, Trimming & 
Painting Co. 


Motor Bills Up in Kentucky 
LOUISVILLE, Jan. 11.—Several bills 
affecting motorists of the state will be 
introduced in the Kentucky legislature 


of 1926 which convened at Frankfort 
last week. 


Revision and amplification of the 
motor vehicle laws of the state includ- 
ing a driver’s license law, changes in the 
registration law intended to prevent 
thefts, and a law to provide a superior 
lien on an automobile for personal in- 
jury or property damage after an acci- 
dent, will be sponsored by the Louis- 
ville Automobile Club, according to the 
announcement of Joseph M. Emmert, 
chairman of the legislative committee. 


In addition to the points already men- 
tioned the club program includes: 


A law making the owner of an auto- 
mobile responsible for damage done by 
it when it is driven with his knowledge 
and consent. 

A stronger law against the operation 
of an automobile while drunk. 


Regulation of bus lines requiring their 
owners to be financially responsible for 
accidents. 


A seientifie load limit for trucks. 


A refund of license fees when an auto- 
mobile is destroyed. . 

The proposed driver’s license law, 
while approved by the Louisville Auto- 
mobile Club and the Louisville Safety 
Council, is expected to meet with stiff 
opposition from legislators representing 
rural districts of the state. 


The law granting a superior lien on 
an automobile for injury or property 
damage, is practically certain to be 
opposed by automobile finance companies 
and motor car dealers, authorities say. 
This bill is viewed as being the old com- 
pulsory liability act in a new guise. 
Benefits derived from such a law would 
not compensate for the burden it would 
impose upon the law abiding motorists, 
it is held. 

In addition to the bills proposed by the 
Louisville Automobile Club, the State 
Highway Commission has announced that 
it will request an additional levy of 2 
cents a gallon on gasoline for the road 
fund. This is intended as an emergency 
measure for two years. The present tax 
is 3 cents. This measure is certain to 
meet with strong opposition as promi- 
nent newspapers of the state, contend 
that the yearly road revenue is amply 
sufficient if properly expended. 





Racine Merchants Organize 

RACINE, Wis., Jan. 18.—The Racine 
Automotive Merchants’ association has 
been incorporated here as a non-stock 
organization to “foster use of automo- 
biles and promote good relations among 
members.” A. R. Lawson, W. E. Whole- 
ham and J. B. Rohan are the incorpor- 
ators. 
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Coming Motor Events 
° Atlantic City, N. J Feb. 2-9 ; w . 
Automobile Shows Auto Show on Million Dollar Pier ae en oe 
by Atlantic City Auto Dealers : 
20th Annual Automobile Show and : mobile Dealers Assn. 
Second Annual Motor Boat Ex- Springfield, Il Feb. 8-6 Grand Rapids, Mich Feb, 23-37 
hibit, bth Regiment Armory, Bal- Seventh Annual Show in State Seventeenth Annual Show by Pas- 
timore Automobile Trade Assn., Arsenal by Springfield Auto Deal- senger Car Dealers Association. 
Inc. ers Assn. 
Omaha Feb. 22-31 

Brooklyn Jan. 23-30 providence, R. I Feb. 6-13 Twenty-first Annual Automobile 
Fifteenth Annual Automobile Providence automobile show under Show under auspices Omaha Auto- 
Show in 23rd Regiment Armory, auspices R. I. Automobile Deal- mobile Trade Association, Inc., in 
under auspices of Brooklyn Motor ers’ Association, Chester I. Camp- Municipal Auditorium, A. B. 
Vehicle Dealers Association. bell, manager, 617 Industrial Waugh, manager. 

Detroit Jan. 23-30 ee Sa Mankato, Minn Feb. 23-26 
Detroit Auto Show in Convention : Kr -1 Automobile show under auspices 
Hall by Detroit Automobile Deal- ee ome automobile show a ig . Mankato Automobile Dealers’ As- 
ers Assn. auspices of Minneapolis Auto sociation, in Armory. 

Cleveland, Jan. 23-30 Trade Association, in Overland Johnstown, Pa Feb. 27-Mar. 6 





9) 
1926 Automobile Show under au- 
spices of Cleveland Automobile 
Manufacturers’ and Dealers’ Asso- 
ciation, Herbert Buckman man- 
ager, in Public Auditorium. 


Jersey City Jan. 25-30 
Jersey City Automobile Show in 
National Guard Armory. 


Rochester, N. Y Jan. 25-30 
18th Annual Automobile Show, 
Edgerton Park, Rochester Auto- 
mobile Dealers Assn. 








Williamsport, Pa. Jan. 25-30 
Automobile Show by Williamsport 
Automobile Dealers Assn. 





Scranton, Pa. Jan. 25-30 
Passenger Car Show in Armory, 
Scranton Motor Trades Assn. 





Lowell, Mass Jan. 25-Feb. 1 
Twelfth Automobile Show in Me- 
morial Auditorium, Automobile 
Merchants Assn. of Lowell, Inc. 


Harrisburg, Pa Jan. 30-Feb. 6 
Harrisburg Automobile Show un- 
der auspices of Harrisburg Motor 
Dealers’ Association. 








Washington Jan. 30-Feb. 6 
Automobile show under auspices 
of Washington Automotive Trade 
Association in Washington Audi- 
torium Building, Rudolph Jose, 








manager. 
Washington Jan. 30-Feb. 6 
Washington Trade Association 


Show in Auditorium Building. 


Chicago Jan. 30-Feb. 6 
Twenty-sixth Annual National 
Automobile Show and Eleventh 
Annual Automobile Salon. 





San Francisco Jan. 30-Feb. 6 
Tenth annual Pacific Automobile 
Show under direction of Motor 
Car Dealers’ Association of San 
nay ta in Exposition Auditori- 

G. A. Wahlgreen, 215-16 

Humboldt Bank Bldg., manager. 





Cumberland, Md Feb. 1-6 
Automobile Show in New Armory, 
Automobile Dealers Assn. of Cum- 








berland. 
Denver Feb. 2-6 
Anual automobile show under 


auspices of Denver Automobile 
Dealers’ Association, in Municipal 
Auditorium, Myron L. Smith, 
chairman of committee. 


Building, Midway. 


Toledo, O Feb. 8-13 
Annual show of Toledo Automo- 
tive Trades Association in Civic 
Center Garage, T. J. Cooper, man- 
ager, 925 Jefferson Avenue. 





Schenectady, N. Y Feb. 8-13 
Fifth Annual Automobile Show in 
State Armory by Schenectady Au- 
tomotive Dealers Assn. 





Syracuse, N. Y. Feb. 8-13 
18th Annual Auto Show, State Ar- 
mory, Syracuse Automobile Deal- 
ers Association, Inc. 


Highland, Ill 
Automobile show by Highland 
automobile dealers’ division of 
Chamber of Commerce. 





Feb. 12-14 





Kansas City, Mo Feb. 13-20 
American Royal Bldg.—20th An- 
nual Show, direction of K. C. Mo- 
tor Car Dealers Association. 


Des Moines Feb. 14-20 
17th Annual Automobile Show in 
Coliseum by Des Moines Automo- 
bile Dealers Association. 








Indianapolis Feb. 15-20 
Auto Show Bidg.—15th Annual 
Motor Show, direction Indianapo- 
lis Auto Trade Association. 


Louisville, Ky Feb. 15-20 
Louisville Automobile Show, Ar- 
mory, under the auspices of the 
Louisville Automobile Dealers As- 
sociation, J. Garland Lea, man- 
ager. 








Logan, W. Va Feb. 15-20 
Logan Automobile Show under 
auspices of Logan Automobile 
Dealers’ Association. 


Peoria, Ill Feb. 15-20 
Fifteenth Automobile & Accesso- 
ries Show, Peoria Automobile 
Dealers’ & Accessories Assn. 


Chattanooga, Tenn Feb. 15-20 
Annual automobile show by Chat- 
tanooga Automotive Trade Asso- 
ciation in Memorial Auditorium. 


Great Falls, Mont Feb. 16-20 
Eleventh Annual Show by Mon- 
tana Auto Distributors Associa- 
tion. 


Hartford, Conn Feb. 20-37 
Automobile show by Hartford Au- 
tomobile Dealers’ Association in 
State Armory, Arthur  Fifoot, 
manager, Hotel Bond. 




















Annual show by Johnstown Au- 
tomobile Dealers’ Association in 
Terminal Warehouse building. 








Wilmington, Del Mar. 1-¢ 
1ith Annual Show, Hotel duPont, 
Wilmington Automobile Trade 
Assn. 

Boston Mar. 6-13 


Boston Automobile Show under 
auspices of Boston Automobile 
Dealers’ Association, Inc. and 
Boston Commercial Motor Vehicle 
Association, Inc., in Mechanics’ 
Building, Chester I. Campbell, 
manager, 329 Park Square Bldg. 


Ft. Worth, Tex Mar. 6-14 
Show in Auto Building at South- 
western Fat Stock Show and 
Rodeo by Ft. Worth Automotive 
Trades Assn. 





Conventions 





Chicago Feb. 1-3 
Ninth Annual Convention of Na- 
tional Automobile Dealers Asso- 
ciation in La Salle Hotel. 


Chicago Feb. 3, 2 
Convention of Automotive Elec- 
tric Service Association in Con- 
gress Hotel. 





Chicago Feb. 9-16 
American Drivurself Association 
Annual Convention. 


Springfield, Ill Mar. 1-2 
Sixth Annual Meeting of [Illinois 
Automotive Trade Association in 
the Abraham Lincoln Hotel. 


Whashen- Salem, N. C Mar. 17, 18 
Annual Convention of North Caro- 
lina Automotive Trade Associa- 
tion. 











Galveston, Tex May 13-18 
Tenth annual convention of Texas 
Automotive Dealers’ Association 
in Galvez Hotel. 





Foreign Shows 


Montreal Jan. 23-38 
1926 Motor Show under the au- 





spices of Montreal Automobile 
Trade Association, Theo Dorian, 
manager. 

London and Birmingham Feb. 16-36 





British Industries Fair of 1926. 


Coming Feature Issues of Chilton Class Journal Publications 


February 4—Motor Age—Chicago Show February 4—Motor World Wholesale— February 18—Automotive Industrices— 


Number. 


Chicago Show Report. 


Statistical Issue. 
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N.A.D.A. Urges More Efficient 
Management During 1926 


Close and Systematic Study of Terri- 
tory and Market Is Necessary, 
Speakers Hold 


NEW YORK, Jan. 18.—While express- 
ing full cognizance of the bright outlook 
for 1926 business as revealed by the 
condition of general business, the Na- 
tional Automobile Dealers’ Association, 
at its sales meeting in the Commodore 
Hotel sounded a distinct warning that 
only through the most efficient manage- 
ment could automobile distributors and 
dealers expect to make the coming year 
a truly profitable one. 


Speakers of national prominence 
stressed again and again the necessity 
for close and systematic study of terri- 
torial sales possibilities and _ effort 
toward more efficient sales penetration, 
budgetary control of expenses to insure 
net profits, and particularly the neces- 
sity for profitable handling of the used 
car. 


C. A. Vane, general manager, pointed 
to the danger in more liberal finance 
terms and lower down payments, to all 
the industry and particularly to the 
distributor and dealer not only in the 
financial phase of the practice but in its 
effects on the used car market. 


A. R. Kroh, merchandising expert with 
the N. A. D. A. predicted the greatest 
dealer mortality in the history of the 
industry in 1926 if a check is not placed 
on the expansion of liberal time pay- 
ment practices. 

G. V. Orr, president of the Willys- 
Overland branch in Chicago stressed the 
need for more efficient accounting and 
management in dealer organizations and 
presented a plan for assistance and 
supervision of dealers by distributors 
which in eleven months in his organiza- 
tion has resulted in substantial increase 
in the profits of his dealers. 


—- + 


Studebaker Reduces Prices 
On Seven Closed Models 


SOUTH BEND, Ind., Jan. 18.—Stude- 
baker has announced price reductions, 
effective at once, amounting to $100 each 
On seven models. The models affected 
and the new prices are: 


The Standard Six Sedan (wool trimmed), 


$1295; the Standard Six Sedan (mo- . 


air trimmed), $1395; the Big Six 
live-passenger Sedan, $1895; the Big Six 
‘even-pussenger Sedan, $2145; the Big 
“ sugham, $2095; the Big Six Ber- 
he, $2225¢ : ig Si 
si6s0, ; and the Big Six Club Coupe, 
The pew prices result from savings 
effected through the vast Studebaker 
Dlants \hich have been kept going at 
Capacity during the last year. Stude- 
baker Sa.cs in 1925 exceeded 136,000 cars, 
“1 Mcreiise of 23 per cent over 1924. 
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Million-Dollar Dream Comes True 








Here is the Studebaker dealer who made a million, Joseph F. Donovan of Boston, 
telling some of his employes his recipe for success, just before he retired from active 
business New Year’s Day 


BOSTON, Jan. 18.—Joseph S. Donovan, 
Studebaker dealer in Boston, has just 
retired from business with a clear mil- 
lion dollars—and back of that is an 
interesting story. 


Donovan began working at the age of 
11 in a carpet factory. He earned a 
dollar and a half a week. Three years 
later while employed in the railroad 
shops at Depew, New York, he boasted 
to his companions that some day he 
would have a million dollars and that 
when he got it, he would devote the rest 
of his life to play and travel. It was a 
joke to the other boys but to Joe it was 
a goal seriously set and vigorously pur- 
sued. 

Nevertheless when he arrived in 
Boston 11 years later, he had had a lot 
of experience as a soldier in the Spanish- 
American .war and he was a good auto- 
mobile mechanic—but he -had only 80 
cents in cash. A year later he had ac- 
quired a second hand car and was dfiving 
it for rental. Two years later he was 
buying and selling used cars. Finally 
in 1911, he became a sub-dealer for 


Studebaker in Boston and was at last 
on the high road toward the million. 


It took him fourteen years to get it 
but now that it is safely in hand, he 
has carried out his boyhood promise, 
turned over business cares to others and 
set out to enjoy life. 


In turning over control of the organi- 
zation which he built up to George W. 
Sweet, former assistant sales manager of 
the Studebaker Corporation of America, 
and Gerald M. Sullivan, who has been 
selling Studebakers in Los Angeles, Mr. 
Donovan said: 


“All my success financially I owe to 
Studebaker, and to my determination to 
live well within my means. By working 
hard myself, I have been able to keep my 
organization going at high speed.” 

When A. R. Erskine, president of the 
Studebaker organization, asked Mr. 
Donovan what reason could be assigned 
for his quitting business at 45, he said: 

“Tell him I’m going to golf in Florida 
in the winter, fish in Maine in the spring, 
sail the Atlantic in the summer and hunt 
in Canada in the fall.” 

The dream of a million has come true. 








TAYLOR REJOINS FRANKLIN 

SYRACUSE, N. Y., Jan. 18.—A. M. Tay- 
lor, who was the assistant advertising 
manager of the Franklin Automobile 
Company for a period of five years, re- 
turns to the local company to assume 
the duties of advertising manager. He 
will be assisted by H. W. Quirt. C. S. 
Koan is the third member of the depart- 
ment. Mr. Taylor, whose connections 
with the Franklin will again become 
effective today, left the organization in 
1924 to undertake a Florida development 
proposition. Following this, he was ap- 
pointed advertising manager of Velie Mo- 
tors Corporation, Moline, Ill. 


MONARCH TO MOVE 


SPRINGFIELD, IIl., Jan. 18.—The 
Monarch Tractor Company, Ine., of 
Watertown, Wis., manufacturers of five 
and ten ton caterpillar tractors, designed 
for road grading, lumbering and heavy 
duty, will move its plant to this city 
about March 1, as the result of com- 
mercial activities of a group of Spring- 
field industrialists and business men 
headed by R. C. Lamphier, president of 
the Sangamon Electric company. The 
Monarch will occupy the old Fetzer plant 
on Standard avenue at Tenth street and 
will employ a force of 120 men, with its 
first years’ output estimated at 350 ma- 
chines, of a gross value of $1,000,000. 





44 


MOTOR AGE 


January 21, 1626 


Prices and Weights of Current Passenger Car Models 
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SHIP 


WT. PASS. BODY STYLE. PRICE 
CHRYSLER (Continued) 
“Six” (112% in. W. B.) 


2805 4-p Roadster $1,626 
2785 5-p Phaeton 1,395 
2895 5-p Coach 1,445 
2935 4-p Coupe 1,795 
2995 §-p Brougham 1,865 
3060 5-p Sedan 1,695 
3085 5-p Imperial Sedan 1,995 
3090 5-p Crown Sedan 2,095 
Imperial 
(120 in. W. B.) 
Sennen 4-p Roadster $2,885 
eiaiindiaas 5-p Phaeton 2,645 
banneciié 5-p Sedan 3,395 
127 in. W. B. 
beeen 4-p Coupe $3,195 
ekiaits 7-p Sedan 3,595 
eccpoose 7-p Sedan Lim, 3,695 
CLEVELAND “31” 
2415 5-p Touring $945 
2565 5-p Tour’g DeLuxe 1,025 
2520: 3-p Coupe 1,035 
2695 5-p Sedan 1,090 
6649399 
2775 5-p Touring 1,145 
2890 3-p Coupe 1,225 
2950 5-p Sp. Touring 1,295 
3120 5-p Sedan 1,345 
3190 5-p Sedan DeLuxe 1,595 
3190 5-p Sport Sedan 1,625 
CUNNINGHAM 
‘*_W.6” 
4600 7-p Touring $6,650 
4600 4-p Sp. Touring 6,150 
4700 4-p Coupe 7,600 
5000 6-p Limousine 8,100 
DAGMAR 
**6-70" 
3750 4-p Roadster $3,500 
3800 4-p Sp. Tourer 3,500 
3700 4-p Phaeton 3,500 
4200 4-p Petite Coupe 4,500 
4200 5-p Petite Sedan 2,540 
4500 4-p De Luxe Coupe 4,750 
4700 5-p Sedan 4,700 
4800 7-p Sedan 4,750 
**6-60” 
3100 2-p Roadster $1,985 
3200 4-p Sp. Touring 1,985 
3150 5-p Touring 1,785 
3500 5-p Sedan 2,445 
DAVIS 
669999 
2660 4-p Roadster $1,495 
2915 5-p Legion. Tour. 1,495 
2750 5-p Phaeton > 395 
3000 5-p Sedan 1,395 
3060 5-p Imperial Sedan 1,795 
#693"? 
2635 5-p Sedan $1,285 
2600 3-p Coupe »285 
DIANA “St, 8” 
2995 5-p Roadster $1,695 
3100 5-p Phaeton 1,695 
3275 5-p Std. Sedan 4d. 1,995 
3275 5-p De Luxe Sedan 1,995 
3160 5-p Cabriolet 1,995 
3170 5-p Sedan De Luxe 2,095 
3640 7-p Sedan .135) in 
WwW. B.) 2,695 
DODGE BROTHERS 
2473 2-p Roadster $ 795 
2593 2-p Special Roadster 845 
2567 5-p Touring 795 
2695 5-p Spec. Touring 845 
2708 2-p Coupe ‘‘B”’ 845 
2823 2-p Spec. Coupe “B’” 895 
2995 5-p “B” Sedan 895 
3077 5-p Spec. “B”’ Sed, 945 
3107 5-p Spec. “A” Sed, 1,075 
DUESENBERG 
Straight “8” 
3920 2-p Roadster tT 
3970 4-p Roadster Tt 
3700 5-p Phaeton $6,650 
3980 4-p Sp. Phaeton T 
4115 5-p Sedan t 
4500 7-p “tan 








SHIP. 
WT. PASS. BODY STYLE. PRICE 
AJAX 
108 in. W. B. 
2210 §-p Touring $865 
2410 5-p Sedan 995 
APPERSON “6’’ 
3100 5-p Phaeton $1,575 
3130 §-p Sp. Phaeton 1,650 
3146 4-p Coupe 2.050 
3670 §-p Sp. Sedan 2,100 
“ST. Rg” 
3520 5-p _=—s_—d Sp. en $1,995 
3760 4-p Cou ,45 
3790 5-p ee sa 2,595 
AUBURN 
**4.44"" 
oo 5-p Touring $1,145 
meine 6-p Roadster 1,145 
cms. mnie Coupe 1,175 
eines 5-p Sedan 1,195 
‘*6.66" 
2850 4-p Sport-Roadster 1,395 
2860 6-p Touring 1,395 
sendin 3-p Coupe 1,445 
3020 5-p Brougham 1,495 
3070 5-p Sedan 1,695 
aan Wanderer 1,745 
“8.899 
3180 4-p Sport-Roadster 1,695 
3200 6-p Touring 1,695 
— 3-p Coupe 1,745 
3380 5-p Brougham 1,795 
3450 5-p Sedan 1,995 
ears Wanderer 2,045 
3750 7-p Sedan 2,095 
BUICK “Standard”’ 
2845 2-p Roadster $1,125 
2955 5-p Touring 1,150 
3020 2-p Coupe 1,195 
3150 5-p 2d. Sedan 1,195 
3110 4-p Cou 1,275 
3230 5-p 4d. Sedan 1,295 
“*‘Master’’ 
(120 in. W. B.) 
3350 2-p Roadster $1,250 
3515 5-p Touring 1,295 
3670 5-p 2d. Sedan 1,395 
3765 5-p Sedan 1,495 
(128 in. W. B.) 
3570 4-p Sp. Roadster $1,495 
3635 5-p Sp. Touring 1,525 
3805 4-p Country Club i, 765 
3855 4-p Coupe 795 
3940 5-p Brough, Sedan ng t+ 
4025 7-p Sedan ,995 
CADILLAC 
**314” Standard Line 
(132 in. W. B.) 
#940 2-p Coupe $3,045 
4155 5-p Sedan 3,195 
4240 7-p Sedan 3,295 
4075 5-p Brougham 2,995 
4360 7-p Imperial 3,435 
4115 4-p Victoria 3,095 
Custom Built 
(132 in.) 
3920 3-p Roadster $3,250 
(138 in. W. B.) 
4300 7-p Touring $3,250 
3960 5- 4 Phaeton 3,250 
4190 5-p Coupe ,00 
4190 5-p Sedan »15 
4250 7-p Suburban 4,285 
4355 7-p Imperial] 4,485 
CASE 
J. 1. C. 
3260 3-p Roadster $1,840 
3290 5-p Touring 1,885 
3470 5-p Sp. Touring 2,160 
8640 5-p Sedan ,590 
8660 5-p Brougham 2,590 
oy? 
3950 7-p Touring $2,225 
4320 7-p Sedan ,975 
CHANDLER “35” 
3090 2-p Roadster $1,695 
3085 5-p Sport Touring 1, 545 
3223 7-p Touring 
3309 6-p Brougham 1, 695 
3525 5-p Met. Sedan 1,895 
3498 5-p 20th C’y Sedan 1,590 
3594 7-p Sedan 1,995 
CHEVROLET 
“Superior” (Series K) 
1780 2-p Roadster $510 
1875 5-p Touring 510 
2030 2-p Utility Coupe 645 
2130 5-p Coach 645 
2215 5-p Sedan 735 
ee 5-p Landau Sedan 765 
CHRYSLER “Four” 
(109 in. W. B.) 
eee 2-p Roadster 890 
2300 5-p Touring 845 
2405 2-p Club Coupe 895 
2510 5-p Coach 93: 
2570 5-p Std. Sedan 995 





tManufacturers do not quote 
list prices, 


DU PONT “>” 
3300 2-p Roadster $2,600 
3550 5-p Touring 2,600 
3800 7-p Touring 2,750 
3550 5-p Touring Sedan 3,400 
DURANT 

A-22 
2300 5-p Touring $ 730 
2380 5-p Spec. Touring 805 
2450 4-p Coupe 825 
2480 4-p anong Coupe 875 
2650 5-p Sedan 880 
2710 5-p Spec. Sedan 995 





SHIP. 
WT. PASS. BODY STYLE. PRICE 
ELCAR 
$4.55 
2560 5-p Touring $1,095 
rer 4-p Roadster 1,295 
2900 5-p Coach 1,195 
alii 3-p Coupe 1,295 
2779 5-p Sedan 1,395 
66-65” 
inion 5-p Touring 1,295 
ae I 4-p Roadster 1,495 
2779 5-p Coach 1,395 
iii 3-p Coupe 1,495 
2900 5-p Sedan 1,595 
“8.81 
idisians 4-p Roadster 2,315 
‘patititiae 7-p Touring 2,265 
3000 3-p Coupe Road, 2,195 
tases 4-p Coupe 2,095 
aie 5-p Sedan 2,265 
4050 7-p Sedan 2,765 
ESSEX 
2135 5-p Touring $765 
2395 5-p Coach 765 
FLINT 
“30” 
3325 4-p Sport Road. $1,945 
3245 5-p Touring 1,595 
3310 4-p Sp. Touring 1,945 
3245 4-p Coupe 2,045 
3595 5-p Sedan 2,195 
Sabian 7-p Sedan 2,395 
“60” 
iii 4-p Roadster $1,395 
2715 5-p Touring. 1,285 
pilates 4-p Coupe Roadster 1,495 
2940 5-p Sedan 4d, 1,525 
2965 5-p Brougham 1,575 
“Jr. & 
sisi 5-p Coach 1,085 
sunt 5-p DeL, Coach 1,185 
FORD 
Without Starter and Dem. Rims 
1526 2-p Runabout $260 
1557 With Balloon Tires 305 
1607 5-p Touring 290 
1640 With Eileen Tires 335 
With Starter and Dem. Rims 
1645 2-p Runabout 345 
1655 With Balloon Tires 370 
1728 5-p Touring 375 
1738 ¢ Aas tes Tires 400 
1851 2-p Coupe 520 
1860 With Balloon Tires 545 
1961 5-p Sedan, Tudor 580 
1972 With Balloon Tires 605 
1994 5-p Sedan, Fordor 660 
2004 With Balloon Tires 685 
FRANKLIN 
*11-A” 
2800 3-p Sport Road, $2,760 
2845 5-p Touring 2,635 
2965  8-p Coupe 2,700 
3175 56-p Sedan 3,090 
2900 2-p Sp. Coupe 3,150 
3080 5-p Sport Sedan 3,225 
3275 7-p Limousine ry 275 
3135 5-p Cabriolet 4,400 
ene 5-p Oxford Sedan 3, 17 2 
GARDNER 
‘*G6-A” 
3150 5-p Touring $1,395 
3160 4-p Sp. Roadster 1,395 
3440 5-p Brougham 1,546 
3440 5-p Std. Sedan 1,595 
“8.4 
3520 5-p Touring $1,795 
3480 4-p Sp. Roadster 1,795 
3740 5-p Brougham 1,895 
3580 4-p Cabriolet 2,095 
3730 5-p Std. Sedan 2,095 
GRAY 
“sq? 
2055 5-p Sedan $845 
HERTZ 
“1T)-1” 
3410 5-p Touring $1,495 
3360 5-p Sedan 1,795 
HUDSON 
“Super Six” 
3400 7-p Phaeton $1,200 
3385 5-p Coach 1,165 
3425 4-p Brougham 4d, 1,450 
3675 7-p Sedan 1,650 
HUPMOBILE 
ad. Vd 
2620 5-p Touring $1,325 
2800 5-p Sedan 1,385 
“E-1” 
3135 5-p Touring 1,945 
3295 2-p Coupe 2,345 
3295 4-p Coupe 2,345 
3410 5-p Sedan 2,345 
seine 7-p Berline 2,445 





— 


SHIP. 
WT. PASS. BODY STYLE. PRicr 
JEWETT 


“New Day” 

bisatiitenis 5-p Touring $1, oes 
jo ee oe 5-p Sedan 
nadinie 5-p Sedan de Luxe i. oe 
JORDAN 

sey”? 
cntineeen 4-p Playboy Road, i. 695 
sini 5-p Sedan 1,845 

Series “A” 

3340 5-p Touring 2,276 
3625 5-p Brougham 2,576 
3525 S-p Sedan 2,676 
3470 7-p Sedan 2,925 
KISSEL 

**55? 
3130 2-p Speedster $1,796 
siieiinis -p Sp’dster DeL, 2,085 
eneseaee 4-p Speedster 1,895 
mein 4-p Sp’dster DeL, 2,186 
3530 2-p Enc. Speedster 2,085 
onsen 4-p Enc. Speedster 2,185 
culenens 4-p Enc, Spd. DeL, 2,685 
snione 2-p Enc. Spd. DeL, 2,585 
3190 4-p Tourster 1,795 
einen 4-p Tourster DeL. 1,985 
2980 5-p Phaeton 1,585 
3170 5-p Phaeton DeL,. 1,785 
neeeene 7-p Touring 1,685 
enieie 7-p Touring DeL. 1,885 
ee Coupe Roadster 1,695 
3430 4-p Coupe 2,086 
ile 4-p Coupe DeL, 2,485 
3540 5-p Broug. Sedan 1,995 
sitll 5-p Brg. Sed. DeL. 2,485 
cnaneten 5-p Brougham 2d. 1,695 
4070 7-p Sedan De Luxe 8,085 
4010 7-p Ber. Sed. DeL. 3,185 
3530 5-p #£«x%Victoria 2,185 
edieins 5-p Victoria DeL. 2,485 

«or 5°? 
eatin ~ Speedster 2,195 
ile - Speedster DeL, 2,485 
otitis - Speedster 2,295 
eaiiieieiens - Speedster DeL. 2,585 
idaidabiitin - Enc. Speedster 2,485 
en - Enc. Spd. DeL., 2,985 
niente Tourster 2,195 
iets - Enc, Speedster 2,585 


STATIC Ci oe BD BO DO Hm DO DD 
! a ' 
ScvuoupvuUspseUsvuTryu 


Ene. Spd. DeL. 3,085 


Tourster Del, 2,385 
Phaeton 1,985 
Phaeton DelL. 2,185 
Touring 2,085 
Touring DeL. 2,285 


Coupe Roadster 2,095 





—_— 4-p Coupe 2,485 
iieatianiein 4-p Coupe De Luxe 2,885 
wiitene 5-p Broug. Sedan 2,395 
anaes 5-p Brg. Sed. DeL. 2,985 
selenite 5-p Brougham 2d, 2,095 
mibiae 7-p Sedan De Luxe 3,485 
aeeiei 7-p Berl. Sed. DeL. 3,585 
meres 7-p Victoria 2,585 
a 7-p Victoria DeL, 2,885 
LEXINGTON 

6-50” 
2950 3-p Roadster $1,745 
2950 5-p Touring : 
3425 5-p Sedan 2,185 
3425 5-p Landau Sedan 2,245 
3400 &-p Landaulet 2,445 
LINCOLN 
4460 2-p Roadster $4,000 
4580 7%-p Touring ,000 
4565 4-p Phaeton 4,000 
4740 4-p Sport Phaeton 4,900 
4750 4-p oupe 4,600 
4885 4-p Sedan 4,800 
4760 5-p Sedan 4,900 
4890 7-p Sedan 5,100 
4945 7-p Limousine 5,300 
LOCOMOBILE 

«4g 
5280 4-p Sportif Tour. $7,460 
5330 %-p Touring 460 
5630 5-p Victoria Sedan 10,050 
5464 7-p Brougham 10,040 
5640 7-p Touring Lim. 9,500 
5868 7-p Ene. Dr. Lim, 10,050 
5600 7-p Cabriolet 10,300 

‘“Jr.-8” 
3190 2-p Roadster 2,160 
3000 5-p Touring 1,785 
3250 4-p Coupe ot 
3400 5-p Sedan 2,28 
3350 65-p Brougham 2,285 

**99°"" 
eae 4-p Sportif Tour. 5,500 
sciaiioes 4-p Roadster 5,00 
hates 3-p Coupe 
saaletes 5-p Victoria Sedan en 
scanen 5-p Sed. (divided) ee 
capa 7-p Cabriolet 7,5 
eee 7-p Limousine 1 
rscumal 6-p Brougham 7,5 
McFARLAN “6” 

“sy” 

0 

3700 8 =2- Roadster $2,65 
laaaaaale 2-p Spec. Roadster ett 
3600 5-p Touring nt 
elie 7-p Touring “,! 


2. 2.4 2. a a 
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HIP. 
Wy'T. PASS. BODY STYLE. PRICE 
McFARLAN “Se A emmemnes 


9850 4-p Coupe 3,180 
8850 5-p Sedan 3,180 
“oun 5-p Spec. Sedan 3,180 
3850 7-p Sedan 3,280 
namo 5-p Sub. Sedan 3,380 
ee 7-p Sub. Sedan 3,480 
seadadit 5-p Brougham 4d, 3,180 
ory” 
4000 2-p Roadster 5,400 
4600 4-p Sp. Touring 5,600 
4900 4-p Coupe 6,720 
5200 4-p ‘Tour. Sedan 6,720 
5200 7-p Tour. Sedan 6,810 
sities . 6-p Sedan 6,720 
asus 7-p Sedan 6,810 
— 7-p Spec. Sedan 6,810 
ain 7-p Enc. Sedan 7,110 
ng. vol 7-p Sub. Sedan 7,110 
5200 7-p TownCar 9,007) 
“Straight ‘8’ 
ao 2-p Roadster 2,650 
natin 4-p Roadster 2,900 
wiidiede 5-p Touring 2,650 
ee 7-p Touring 2,750 
endian 5-p Sedan 3,180 
asia 5-p Sub. Sedan 3,380 
eunita 7-p Sedan 3,280 
eben 7-p Sub. Sedan 3,480 
— 4-p Coupe 3,180 
— 5-p Coach Broug. 3,180 
“ian 5-p Town Car 4,670 
MARMON 
soma”? 
3695 2-p Roadster $3,295 
3604 5-p Phaeton 3,295 
3704 7-p Touring 3,295 
3799 65-p Broug. Coupe 3,295 
3754 4-p Victoria Coupe 3,295 
$616 2-p Std. Coupe 3,295 
3369 5-p Sedan 3,295 
3859 5-p Sedan De Luxe 3,775 
3999 7-p Sedan 3,370 
3974 7-p Sedan De Luxe 3,850 
3969 5-p Sedan Lim, 3,900 
3999 7-p Sedan Lim. 3,975 
MOON 
Series ‘‘A”’ 
2600 5-p Roadster 1,395 
2770 5-p Cab. Roadster 1,545 
2560 5-p Touring 1,195 
2850 5-p Coach 1,295 
2710 5-p DeL. Sedan 2d, 1,495 
2860 5-p Std. Sedan 4d. 1,445 
2710 5-p DeL. Sedan 4d. 1,595 
London 
$270 5-p Sp. Touring 1,985 
3290 T-p Touring 1,985 
3690 6-p Petite Sedan 2. 540 
NASH 
“Special” 
2870 2-p Roadster $1,115 
2980 5-p Touring 1,135 
3030 2-p Business Coupe 1,165 
3120 Ss «5 -p Sedan 2 d. 1,215 
3300 5-p Sedan4d, 1,445 
**Advanced”’ 
(121 in. W. B.) 
3320 3-p Roadster 1,375 
3400 5-p Touring 1,340 
3550 5-p Sedan 2 d. 1,425 
“Advanced” 
(127 in. W. B.) 
8480 %-p Touring 1,490 
3640 4-p Victoria 1,7) 
3750 5-p Coupe 4 d. 1,990 
8830 §=67-p Sedan 2,090 
OAKLAND 
6669 
2425 2-p Roadsten $975 
weave ene 4-p Roadster caiaiuiiaie 
2500 5-p Touring 1,025 
steeeeee - Sp. Roadster 1,175 
2640 5-p Coach ,095 
2615 3-p LandauCoupe 1,125 
2765 56-p Sedan 1,195 
2885 6-p Landau Sedan 1,295 
OLDSMOBILE 
#s390" 
2235 §-n Touring $875 
rT t-o DeL. Roadster 975 
445 5-n Sp. Touring 980 
*teeeeee 2°) Coupe 925 
2460 5-5 Coach 950 


De Luxe Coupe 990 


9 6. p De Luxe Coach 1,040 
a 5-> Sedan 1,025 
735 6-5 DeLuxe Sedan 1,115 
OVERLA™D 
«9 4 
‘(00 in. W. B.) 
1919 5-n = Touring $495 





SHIP. 
WT. PASS. BODY STYLE. PRICE 
OVERLAND (Continued) 


2205 5-p Sedan De Luxe 695 
2202 5-p Std. Sedan 2 d. 595 
*#93" 6 
(112%4 in. W. B.) 
eniiiaaeis 5-p Touring 895 
2443 5-p Sta. Sedan 895 
2584 5-p Sedan De Luxe 1,095 

PACKARD 
ed | ibe 
(126 in. W. B.) 
3643 4-p Roadster $2,785 
3653 5-p Touring 2,585 
3595 4-p Sp. Touring 2,750 
3753 4-p Coupe 2,585 
3937 5-p Sedan 2,585 
(133 in. W. B.) 
3793 7-p Touring 2,785 
4043 7-p Sedan 2,785 
enuesieats 5-p Club Sedan 2,725 
4133 7-p Sedan Lim. 2,885 
+«Q? 
(136 in, Ww. B.) 
4060 4-p Runabout 3,950 
4090 5-p Touring 3,750 
4023 4-p Sp. Touring 3,900 
4242 4-p Coupe 4,650 
4528 5-p Sedan 4,750 
made 2-p Coupe 6,775 
(143 in. W. B.) 
4199 7-p Touring 3,950 
oman 5-p Club Sedan 4,890 
4655 7-p Sedan 5,000 
4710 7-p Sedan Lim. 5,100 
PAIGE 
$94.96” 
ountonn 7-p Touring $1,995 
qucsuase 5-p Std. Sedan 1,495 
esunvens 5-p Sedan De Luxe 1,670 
eoorenee 7-p Sedan 1,995 
iioaiis 7-p Limousine opment 
PEERLESS 
*g.72"" 
(126 in, Ww. B.) 
3175 5-p Touring $1,895 
3425 §-p Coupe 2,295 
3500 6-p Sedan 2,395 
(133 in. W. B.) 
3275 2-p Sp. Roadster 2,195 
3300 7-p Touring 1,995 
3700 7-p Sedan 2,595 
3825 7-p Limousine 2,695 
*6-80” 
(116 in. W. B.) 

— 5-p Sedan $1,495 
3150 5-p Std. Sedan »b9 
#869” 

(133% in. W. B.) 
an enn Roadster $2,995 
a 5-p Sedan ,49 
nein 7-p Sedan 3,595 
cntuiandt 7-p Berl, Limousine ........ 

PIERCE-ARROW 

“33” 
4350 2-p Runabout $5,250 
4500 4-p Touring 5,250 
4590 7-p Touring 5,250 
4730 3-p Coupe 6,800 
4800 4-p Sedan 6,900 
4960 7-p Sedan 7,000 
4750 4-p Coupe Sedan 6,900 
4730 6-p Brougham 6,800 
4850 7-p Limousine 7,000 
5060 7-p Enclosed Lim, 7,000 
4780 7-p French Lim, 7,000 
4730 6-p Landaulet 7,000 

“80” 
3205 2-p Roadster 2,895 
3260 4-p, Phaeton 3,095 
3385 7-p Phaeton 2,895 
3430 5-p Coach 3,150 
3365 4-p Coupe Landau’ 3,820 
3335 4-p Coupe 3,695 
3440 5-p Sedan 3,895 
3560 7-p Sedan 3,995 
3615 7-p Ene Dr. Lim. 4,045 
PONTIAC 

110 in. W. B.” 

2320 2-p Coupe $ 825 
2400 5-p Coach 825 
REO 

sor’ .g”? 
3350 2-p Roadster $1,665 
3182 5-p Sp. Touring 1,395 
3250 2-p Coupe 1,495 
3250 2-p Spec. Coupe 1,565 
3400 5-p Sedan 4 d, 1,565 
3400 5-p Spec. Sedan 1,745 
REVERE 

ssn 
3960 2-p Sp. Roadster $2,750 
3975 4-p Speedster 2,750 
4050 5-p Touring 2,750 
4300 5-p Sedan 3,800 





SHIP. P 
WT. PASS. BODY STYLE. PRICE 


“vw”? 
3700 2-p Roadster 3,200 
3.300 4-p Sportster 3,200 
3970 5-p Touring 3,200 
4400 5-p Sedan 4,000 
RICKENBACKER 
ad bed 
(117 in. W. B.) 
ousieains 5-p Touring $1,750 
connie 7-p Touring 1,795 
ishuiatias 4-p Roadster 1,795 
niemaiies 5-p Coupe Sedan 1,695 
annem 5-p Brougham 1,895 
onientte 4-p Coupe Roadster 1,920 
panne 5-p Sedan 2,095 
eonattiit 7-p Sedan 2,195 
“B-8” 
(121% in. W. B.) 
eemepina 4-p Roadster $2,195 
mmianin 5-p Touring 2,150 
mums 7-p Touring 2,195 
ssiiaaiiadi 4-p Sup. Sp. Road- 
ster 3,250 
umes 5-p Coupe Sedan 2,095 
siete 5-p Brougham 2,295 
tsiiunie 4-p Coupe Roadster 2,320 
snidinisiie 4-p Coupe De Luxe 2,395 
semen 5-p Sedan 2,495 
onaitiite 7-p Sedan 2,595 
en 4-p Sup. Sp. Sedan 5,000 
ROAMER 
“6-50-55” (115 in. W. B.) 
iin 2-p Roadster $1,385 
ssihiiastait 5-p Spec. Tourer 1,295 
onnuee 2-p Bus. Coupe 1,495 
siaiininaa 5-p Coupe 1,495 
ecmennen 5-p Sedan DeLuxe 1,695 


“*6-54-E” (118-138 in. W. B.) 


ecnieaiiiie 4-p Roadster 2,385 
aleaiasia 4-p Tourer 1,985 
eninnnais 4-p Sport 2,285 
men aan Tourer 2,285 
cnsiiiiaai 3-p Cabriolet 2,750 
onnmanen 5-p Sedan 2,950 


““4-75-E” (128 in. W. B.) 
“Custom Built” 


cntataiiin 2-p Speedster 3,485 
entnaen 3-p Sport 3,285 
omantins 4-p Tourer . 2,985 
“8-88” (138 in. W. B.) 

enenent 4-p Roadster 2,750 
eomnein 5-p Sport 2,'750 
eusenane 5-p Tourer 2,495 
ecmantinih 7-p Tourer 2,585 
denilanid 2-p Speedster 2,935 
eniniaia 5 3-p Cabriolet 2,950 
nines 5-p Spec. Sedan 3,785 
onsets 7-p Sedan (136-in, 

- B. 3,285 
onan 5-p Brougham 2,895 
ROLLS-ROYCE 
one Chassis tT 





tt Manufacturers do not quote 
list prices, 


STANLEY 
**959"9 
3400- 5-p Phaeton $2,500 
3800 5-p Sedan ,30 
STAR 
66499 
ices 2-p Roadster $525 
onsustenie 5-p Touring 525 
enmuen - 2-p Coupster 610 
wsihiaanen 5-p Coach 695 
entices 5-p Sedan 4d, 795 
Standard ‘6” 

eonmnenn 5-p Touring $695 
wiensiiene 2-p Coupster 745 
ennai 2-p Coupe 820 
wmaaiie 5-p Coach 880 
oneness 5-p Landau Sedan 975 
STEARNS-KNIGHT 

“BR” (4) 
a 4-p Coupe R’dster $1,795 
3775 5-p Touring 1,595 
4250 5-p Sedan 2,095 
3750 4-p Coupe Br’ham 1,995 
sniiaianaad 5-p Brougham 2,095 

“a? (6) 
perrorn 2-p Roadster 2,395 
3775 5-p Touring 2,395 
3850 7-p Touring 2,495 
4025 2-p Coupe 3,395 
énemee 5-p Brougham 2,750 
4275 4-p Sp. Coupe 2,850 
3950 5-p Sedan ,750 
4275 7-p Sedan 3,150 
aininbaiaiie 4-p Sp. Sedan 3,050 

“oO” (6) 
3525 4-p Touring 1,875 
3540 5-p Touring 1,375 
3550 2-p Sport Coupe 2,185 
3650 5-p Coupe Br’ham 2,350 
3700 5-p Sedan 2,475 
3700 4-p Brougham 2,475 








SHIP. 
WT. PASS. BODY STYLE. PRICE 
STEVENS-DURYEA 


5300 2-p Roadster $8,150 
5500 7-p Touring 7,500 
5425 4-p Sp. Touring 7,750 
5600 4-p Coupe 9,000 
5730 4-p Sedan 10,000 
5850 6-p Sedan 9,675 
5750 6-p Town Brough. 10,175 
6100 6-p Vestibule Lim, 9,675 
6210 7-p Vestibule Lim, 10,175 
6150 7-p % Limousine 10,175 
6200 7-p Cabriolet 10,175 
STUDEBAKER 

Standard Six 
2760 3-p Du, Roadster $1,125 
2810 3-p Sport Roadster 1295 
2870 5-p Du. Phaeton 1,145 
2945 3-p Country Club 1,295 
2980 5-p Coach ,195 
3260 5-p Sedan 13956 
3260 5-p Sedan 1,495 

Special Six 
3380 3-p Du. Roadster 1,395 
3500 4-p Sp. Roadster 1,596 
3495 5-p Du. Phaeton 1,446 
3685 4-p Victoria 1,750 
3710 5-p Brougham 1,695 
3520 5-p Coach 1,445 
3875 5-p Sedan 1,895 
Big Six 

127 in. W. B. 
3785 7-p Du. Phaeton 1,775 
4030 5-p Coupe 2,045 
4030 5-p Brougham 4 d. 2,195 
4050 7-p Sedan 2,246 
4200 5-p Berline 2,120 

120 in, Ww. B. 
3320 3-p Du. Roadster $1495 
3425 4-p Sport Roadster 1,645 
3505 5-p Sport Phaeton 1,575 
3750 5-p Club Coupe 1,750 
3760 5-p Sedan 1,995 
STUTZ 

‘$4.A” 
iiesiiineian 2-p Speedster $2,995 
diniabeate 4-p Speedster ,99 
onus 5-p Brougham 2,995 
pees 5-p Sedan 2,995 
ounines 4-p Vic. Coupe 2,995 
nein 2-p Coupe 2,995 
VELIE 
**60"’ 

3030 4-p Sp. Roadster $1,495 
3025 5-p Club Phaeton 1,450 
3150 3-p Coupe 1,450 
3340 5-p Royal Sedan 1,750 
3005 5-p Brougham 1,425 


ania De Luxe Sedan 2,150 
WILLS SAINTE CLAIRE 


**B-68"" 
(127 in. W. B.) 

3500 7-p Phaeton $2,885 
3495 4-p Coupe 3,785 
3520 5-p Sedan 3, 8:35 
3635 7-p Sedan 3,900 
3570 5-p Brougham 4 d. 3,900 
3710 7-p #$Limousine 4,085 
— 7-p Town Car 6,500 

“C-68” 

(Custom Built 127 in. W. B.) 
3350 4-p Roadster 3,300 
3500 4-p Cab. Roadster 3,785 
3450 5-p Gray G. Trav. 3,300 
3520 5-p Sedan 4,085 
3635 7-p Sedan 4,100 
3570 5-p Brougham 4,100 
3710 7-p Limousine 4,285 

“W-6” (127 in. Ww. B.) 
3410 4-p Roadster 2,800 
3550 5-p Gray G. Trav. 2,800 
3580 4-p Cab. Roadster 3,285 
3630 5-p Brougham 3,185 
3680 5-p Sedan 3,185 
3775 7-p Sedan 3,285 
3335 7-p Limousine 3,385 
WILLS SAINTE CLAIRE 
‘T-6” (127-in. W. B.) 
3500 5-p Traveler $3,000 
3500 4-p Roadster 3,000 
3750 4-p Cab. Roadster 3,650 
3900 5-p Sedan 3,650 
snusiainee 7-p Sedan 3,750 
Sneaieaia 7-p Limousine 3,850 
3920 5-p Brougham 3,750 
3810 5-p Spec. Sedan 3,750 
WILLYS-KNIGHT 
**66"" 
3323 2-p Roadster 1,750 
3395 5-p Touring 1,750 
3566 7-p Touring 1,950 
3582 5-p Coupe Sedan 2,095 
3672 5-p Brougham 2,095 
3664 4-p Coupe 2,195 
3686 5-p Sedan 2,295 
3822 7-p Sedan 2,495 
4679" 
enue 5-p Touring $1,295 
3050 5-p Sedan 1,495 
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Marlin-Rockwell Corporation. 


STROM BALL BEARING MFG. CO. 
4551 Palmer Street, Chicago 





Super-Strom Ball Bearings have been se- 
lected as standard equipment in the New 
Stutz Eight. 


As in other premier cars of America, they 
will contribute much to the car’s smooth- 
ness, quietness and dependability of 
operation. 


For they are bearings of exceptional accu- 
racy and proved longer life—they greatly 
reduce vibration, they minimize friction, 
they wear indefinitely and require no 
adjustment. 


Deep-grooved and without filling slots, 
Super-Strom Ball Bearings offer increased 
load-carrying capacity by the use of large 
Molybdenum steel balls. 








Write for catalogue and further infor- 
mation. 
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Split-race type 


20 Years of 


Consistent 
- Progress : - 


In 1906 when space was not a factor in 
early automotive design, when speeds 
were low and loads were light, Hyatt 
Roller Bearings were selected by the 
industry as the standard type. Today, 
when a highly competitive market calls 
for bearings to carry heavy loads at high 
Speeds in limited spaces, Hyatt Roller 
Bearings are even more firmly established 
in the car manufacturer’s regard. 


For Hyatt Roller Bearings have kept faith 
with Progress. Step by step and year by 
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year Hyatt refinements have responded to 
the rapid improvements made in car mate- 
rials and design. Year by year, the Hyatt 
line has expanded to meet the constantly 
changing needs of improved designs. 


With such a history of achievement and 
consistent progress, Hyatt Bearings are 
increasingly specified in new designs. 
Hyatt, always one of the leaders in pro- 
duction and quality, now finds a fitting 
representation in a greater majority of 
cars than ever before. 


HYATT ROLLER BEARING CO. 
NEW YORK DETROIT CHICAGO SAN FRANCISCO 
Worcester Philadelphia Charlotte Pittsburgh Cleveland 


HYATT 


Roller Bearings 


Junior Roller Assembly Series 





New Series type 


"TRE SIGN OF OFFICIAL HYATT SERVICE 
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Just talk 
the Gill Combination 
for 3 minutes 

~ and make this extra profit / 


Repairmen everywhere are learning that 
the way to make money these days is by 
SELLING rather than lying on their 
backs under cars. Three minutes spent 
talking the Gill Combination of piston 
rings makes you a profit of $3.20. 








But—if you install 18 ordinary rings, 
you make only $1.80. Is there any easier 
way of making this extra in a flat three 


, 
TWENTY -MIN minutes: 


UTES with this 
little booklet will 
show you the 
knack of selling 





piston rings. Make this little test. Prove to yourself 
ing it. .Send for ° 
yours. “It's free, what three minutes pleasant sales-talk 


can do for you. 





All this is fully covered in our latest 
booklet ‘Dealers’ and Garagemen’s 
Handbook On Piston Ring Selling.” 
The Gill Manufacturing Co., 8300 So. 
Chicago Ave., Chicago, Ill. 


Nhe 





The Economy Oil Ring. 
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NEW ISSUE 
70,000 Convertible Preference Shares 
Chandler-Cleveland Motors Corporati 
andler-Clevelan otors Corporation 
A DELAWARE COMPANY 
Capitalization . 
Authorized To be Issued = 
Funded Debt None None 
$4 Convertible Non-cumulative Preference shares (no : S 
par value) 350,000 shares 350,000 shares 
Common shares (no par value) 1,000,000 shares 280,000 shares 
The above amount of stock to be issued is on the basis that the shareholders of The Chandler Motor t! 
Car Company and Cleveland Automobile Company convert their shares on the basis of each share of 
Chandler being converted into one share Preference and each share of Cleveland common being con- re 
verted into one share Common. The proceeds of the sale ofjthe above 70,000 Preference shares will be t] 
used to acquire the Preferred stock of Cleveland Automobile Company and for expansion. 
Mr, F. C. Chandler, President of Chandler-Cleveland Motors, Corporation, summarizes his letter to 0 
bankers.as follows: ‘ 0 
Preferences b 
No dividends may be declared on the Common shares in any calendar year until dividends aggre- : 
gating $4 per share shall have been declared on the Preference shares in such year. The Preference tl 
shares are callable at $85 per share, and in event of liquidation of the Company, are entitled to $50 a | t} 
share in priority to the Common. They are convertible at any time, share for share, into the Common : 
stock. The Company will retain in its treasury 350,000 shares of Common stock to provide for future 2 a 
conversion of the Preference shares at any time, and 370,000 shares for future corporate uses. All shares T 
have equal voting power. ; - 
History : ss : 
The Chandler-Cleveland Motors Corporation has recently been formed to unite more closely Cleve- t] 
land Automobile Company and The Chandler Motor Car Company. Heretofore, these two companies 
had no connection other than the fact that they were both organized by my associates and myself, and 
that they have several directors and many stockholders in common. Eventually, it is expected that a 
consolidation of the two companies will be effected. This should result in substantial economies, should vi 
strengthen their trade position, and increase their earning power. The cars produced by the two com- bi 
panies do not compete in price but supplement each other. ; 
Daily output capacity of the combined plants is three hundred cars. t 
Earnings le 
Earnings of The Chandler Motor Car Company, Cleveland Automobile Company, Automobile ? b 
Machine Company, and their subsidiaries, for recent years have been certified to by Messrs. Ernst & a! 
Ernst. On the basis that the above capitalization had existed in the years 1923, 1924 and 1925, the earn- te 
ings of the Chandler-Cleveland Motors Corporation would show as follows: 
1925 1924 1923 tl 
Net after taxes $2,700,000* $1,427,899 $3,206,142 
Per Preference share (350,000 shares) 7.71 4.08 9.16 
Per Common share (280,000 shares) after allow- 
ing for $4 Preference dividend 4.64 0.10 6.45 
*December estimated. 
The Chandler Motor Car and Cleveland Automobile Companies combined have paid since organiza- 
tion more than $14,500,000 in cash dividends in addition to large stock dividends. 
Assets 
Consolidated balance sheet as of November 30, 1925, as certified to by Messrs. Ernst & Ernst adjusted 
to the issuance of 350,000 Preference shares and 280,000 Common shares, slows current assets of 
$8,640,272 including $3,036,916 of cash, compared with current liabilities of $4,562,822 leaving net quick 
assets of $4,077,450 equivalent to $11.65 per share for the 350,000 Preference shares. Net tangible assets 
including net quick, were equivalent to $33.14 per Share for the 350,000 Preference shares. Appraisal 
value of all the combined companies as given by the American Appraisal Company is in excess of 
$7,591,400 or more than book values. 
Future Prospects 
The present models of both the Chandler and Cleveland cars are meeting with remarkable public 
demand. The initial quarterly Preference dividend will be paid April 1, 1926. 
We have sold the above 70,000 shares at $48 per share 
The foregoing statements are obtained from official sources and are believed to be correct. 
geaneet TL ae 
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Che Tale a7a Bolt 


When a car leaves the factory the on Oe 
chassis bolts are perfect,—accurate to the 4 : 
thousandth of an inch,—like the first bolt 
shown at the right. 








\ “4 


But look at bolt No. 2!—the same bolt at about 
the time the car is broken in. The absence of 
rotary motion has prevented equal wear around 
the surface of the bolt, while the constantly 
oscillating or teeter-totter action of the bushing 
on the bolt, plus the weight of the car, has 
broken down the film of grease and resulted in 
the friction of metal against metal which caused 
the bolt to score. Naturally this wear of bolt 
and bushing occurs only at the point of bearing. 
The greater the wear the greater the clearance 
opposite the point of bearing,—and the easier 
the grease gets away. 


From this time on the weight of the car pre- 
vents the lubricant ever reaching the point of 
bearing between the bolt and bushing. In a short 
time the bolt wears away as shown by bolt No. 3, 
leaving a still greater space on the opposite side, 
between bolt and bushing. As the car rolls; 
along, the bumps and jolts cause the worn bolts; 
to pound and jump, resulting in a rattle,—and 
the greater the wear, the worse the rattle. 





The most effective method of removing squeaks 
and rattles is by renewing the worn parts with 
Blue Print Bolts and Bushings. The cost to the 
car owner is slight but highly profitable to both car 
owner and service man. Blue Print Bolts and 
Bushings give a continuation of original equip- 
ment because they are made to the blue print speci- 
fications of car manufacturers. Get the complete 
story of “The Tale of a Bolt” in our special Bulle- 
tin now on the press. Write for it today. 


tat makes] gn. The Fostoria Screw Co. 
RATTLE JF 301 Blue Print Ave., Fostoria, Ohio 


Export Office, 30 Water St., New York City. 
Cable Address, “Widbloco.” 
Codes Used, A. B. C. 5th Edn. Western Union. 
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FR EE: SPECIAL PROPOSITION 
* to tire dealers. It’s new! 
Write for full details . . . today. 


HERP’S the 
SECRET! 


HE basic idea behind this success 
is quite simple. It’s just this: 
1. Concentration on one brand—one 
line. 
2. Cash business only. 
3. Simple but resultful local advertising. 
4. Guaranteed quality — backed to the 
limit by us, as manufacturer. 


The big pointis... that any tire dealer, 
anywhere, can apply these same 
sound principles and duplicate these 
results! Beginning right now. 


Write, today — for special 
free proposition 
Your own tire knowledge will tell you 
that the EMPIRE is right—compares 
with the best in weight—in price—in 
the durable, lasting stuffthat’s init. But 
you’ve got to see it. 

Act on this thing, right now. Write 
for details on our special proposition. 
It’s something entirely new; something 
you’ve never had before. Try it... 
and see! 


EMPIRE TIRE & RUBBER CO. 
Trenton, N. J. 











| 
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ire-dealers 


Read here how this man 
increased his sales 40% 


An open letter from one of you—a veteran with 
20 years’ experience selling tires. This is news! 


\ w® * 


St. Petersburg, Fla. 
December 21, 1925. 


Empire Tire & Rubber Company 
Trenton, New Jersey. 
Gentlemen: 


I have sold tires for the last ten years. It has been my business 
and I have stuck to it, I’ve studied it—learned the “‘in’s’’ and “‘outs’’ 
by experience that covers ten years. 


I made money. Not a great deal, but enough, and then just four 
years ago I hit your Empire line and your Empire policy. Since then 
I have actually made more money, on a smaller cash investment, 
than ever before in my whole tire history! ; 


Over 700% increase in sales! Overhead cut to less than 12%. A 
lower investment by concentrating on one line, the EMPIRE. That’s 
the whole history in a nut shell! 


As I see it, it has been your sound common-sense sales policy 
that’s made this possible for me, and will make it possible for thou- 
sands of other dealers. 


First by selling direct to me, cutting waste distribution costs— 
putting that saving right back into the tire and into my percent- 
age of profits. 


No expensive, visionary advertising stunts to the consumer 
either! Instead, you invest that money in me—see to it that my busi- 
ness grows, so that I, in turn, can put over a cracking big increase of 
EMPIRE sales for you. 


One of the most highly advertised tires in the country, spending 
$15,000 weekly in the Saturday Evening Post alone, we are able in 
this city to sell three to their one. 


Of course I have not even tried to mention here, the selling power 
of the tire itself—the cracking local advertising plan you worked out 
for me—the ‘“‘cash sales only”’ basis which slashed my overhead and 
completely wiped out bad account losses. 


Previously, my overhead used to literally eat up the profits— 
shooting around 20% to 25%. 


Now, by selling a good tire for cash at the lowest possible 
price, I’ve solved these two problems once for all. 


It’s the sum of these things that makes or breaks any business. 
By helping me over these “‘rough spots”’ I consider that you’ve done 
just about the finest job any manufacturer could do. 


Congratulations! And the best of luck for 1926! 
Sincerely yours, 


GNL/MLG LIPPITT TIRE COMPANY. 
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Ready to Install 


$8.50 


The K-S Telegage 

is standard equip- 

ment on these lead- 

ing cars: 

Wills Ste. Claire 8 
Paige 

Willys-Knight 6 

Nash Advanced Six 

*Oakland 

Studebaker 

Wills Ste. Claire 6 

*Oldsmobile 
Willys-Knight 4 

Reo Sedan Bus 
Ruggles Bus 
Commerce Bus 

*Standard equipment 
on de luxe models; 
optional equipment 
on other models. 





“a! 


. Bs F 3 . ro vo ; _ 4 
Lo. fee if | “p 
E> Pm Fy oN Mista é iad KS t 


4 
- 
> 12% ‘ 


Separate models of 
the K-S_ Telegage 
are now carried in 
stock ready for in- 
stallation on any of 
the following cars: 




















Dodge 20-26 
Hudson 21-26 
Tewett 22-25 
Oakland-6 ............ 24-26 
Olds-6 25-26 
Reo 23-26 
Flint-40 24-25 
Overland-6 ........ All 


Nash Special-6 ... 25 
Nash Special-6 .... 26 
Buick Standard-6 an 





Buick Master-6 not 
equipped with dash 
gauge 24-26. 

Buick Master-6 equipped 
with dash gauge 26. 


Available March Ist 
Chrysler-6 

Chrysler-4 

Essex-6 

Ford 26 
Ford 20-25 
Pontiac 

Ajax 

Chevrolet 
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[ OOK over this list of leading motor cars on which the K-S Telegage 
has been adopted as standard equipment. The immense production of 
these car makers enables us to say that today you will find the Telegage 
on one out of every three cars selling for $1,000 or more. 

You may be sure that these car manufacturers did not adopt the Tele- 
gage until they had most convincing proof of its accuracy. 

The convenience and usefulness of a gasoline gauge right on the dash 
is beyond argument. The remarkable accuracy of the Telegage can be 
proven by a very simple test. Fill the fuel tank gallon by gallon, and 
watch the indicator respond one gallon at a time, as the fuel is poured in. 
Do you know of any other gauge that will meet this test? 

Dealers find the Telegage one of the fastest selling accessories they can 
handle. Some of the largest car dealers equip every car they sell with 
the Telegage. You, too, will find the Telegage a welcome ally—not alone 
because it helps sell cars, but for its additional profit. Simple to install; 
the tank unit fits in the float gauge opening and a template (included) 
makes it easy to fit the Telegage on the dash. 

Our Saturday Evening Post advertising is educating motorists to look 
for the Telegage on the cars they buy. Keep ahead of them. Write today 
for our proposition to dealers. 


KING-SEELEY CORPORATION 
Second Street 


ANN ARBOR MICHIGAN 


GASOLINE 





OS Telegage 


TELE GAGE 
7) 

















Be Certain With the K-S Telegage 
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Year by year the automobile business 
is narrowing down more and more to 
the firmly established builders. Profit- 
able franchises are becoming more and 
more difficult to secure. 


Oakland today is one of the world’s eel 
ten largest motor car producers, an : 
enviable position won and being held : 


by Oakland sales alone. 





Now, as companion car to the Oakland 
Six, is offered the new Pontiac Six— 
$825 for the lowest priced high quality 
Six equipped with Fisher body in rich 


Duco colors. 
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Hundreds of dealers who have seen 
this car at the New York Show and in- 
Ne vestigated the new Oakland-Pontiac 
hey double-profit franchise, predict a still 
higher position of leadership for Oak- 
land-Pontiac dealers in the near future. 
For this double franchise gives dealers 
a price range of $825 to $1295—nine 
. a open and closed models—and a source 
4 of double profit in one of the broadest 
automobile markets in the world. 
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: Write now for detailed information 
i regarding the new Oakland-Pontiac 
: franchise and its unusual sales and 
profit possibilities in your territory. 
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Oakland Motor Car Company, Pontiac, Michigan 




















GENERAL MOTORS 
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The Life of the Car 
Is the Life of Its Parts y 
W HEN aman buys a new car, he expects to replace tires, 


brake lining, spark plugs, and such parts during his 
use of the car. 


Most parts, he feels, with good reason, should function 
to the end with a minimum of attention. 





_ New Departure Ball Bearings last as long as the car 
itself, and the car owner has reason to be dissatisfied with any 














other anti-friction bearings that need additional attention y 
for readjustments or even replacement because of wear. tl 
Ni 

THE NEW DEPARTURE MANUFACTURING COMPANY ff 
Detroit—Bristol, Connecticut—Chicago. lr 

ii 

Mi 

New Departure | 





ie Y 
Ball Bearings .. | 
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SPARK PLUGS 
SPEEDOMETERS 


AIR CLEANERS 





| What AC Means to the Dealer ] 





» 


A new design, new al- 
loy for sparking points, 
new electrically fused 
Kyanite insulator core 
and a new glaze. 


AC Carbon -proof 


Plugs are also made in 
all sizes. 


The demand for AC 
Spark Plugs is assured 
through their use as fac- 
tory equipment on the following cars: 





Ajex Davis Nash 
Apperson Dodge Oakland 
Buick Brothers Oldsmobile 
Cadillac Durant aige 

ase Essex Star 
Chandler Flint Velie 
Chevrolet Hudson Westcott 
Chrysler Hupmobile Wills Sainte 
Cleveland Kissel Claire 

Marmon 


10/75 for Fords 


The special features of 
the AC 1075 make it the 
most desirable plug for 
Fords. Dealers are build- 
ing a big and profitable 
» business by emphasizing 
these features in making 
sales: 





2 HeavyBody Porcelain 


» Hexagon of extra length permits 
easy and positive application of 
spark plug wrench 


* High Temperature Fins — Patent- 
® edcarbon-proof Porcelain 


& Drip electrode forms natural Oil 
Drain 


Made in both one and two-piece design. 


| Spring Terminal Clip 


Deacers 


who carry AC 

products can 
build a profit- 
_able business. 


The demand is 
assured because 
of their ‘use as 
car equipment. 


© © © 


They are backed 
by strong adver- 
tising. 


© © © 


| AC Spark Plug Company, FLINT, <Aichigan 
Makers of AC Spark Plugs— AC Speedomerers 
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| AC-SPHINX 


AC-OLEO 
Birmingham Levallois-Perret 
f ENGLAND FRANCE 
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a Se Speedometers 





The Model for Fords 


There is proof of the:quality of AC Speed- 
_ ometers in the fact that they are used as 
original factory equipment on Buick, Cadil- 

lac, Chandler, Chevrolet, Chrysler, Gray, 
_ Oakland, Oldsmobile, Peerless and G.M.C. 


trucks. - 

The AC Speedometer for Fords is of the 
same quality as furnished the above manufac- 
turers for their original factory equipment. 
The AC Direct Drive does away with the 
troublesome swivel joint and insures con- 
tinuously satisfactory service. 

Packed complete with all attachments. 






The AC Air Cleaner prevents dust from 
entering the motor through the air intake 
of the carburetor. 


Dust is the same as an abrasive compound 
and causes excessive wear on all the mo- 
tor’s moving parts. 


AC Air Cleaners are original factory equipment on the 
1926 models of Nash, Buick and Oakland. 


Installation is easy as it connects directly to the carburetor. 
Once installed it requires no attention as there are no mov- 
ing parts to get out of order. Packed complete with all 
attachments. 


Models are now ready for Chevrolet, Chrysler Four, Dodge 
Bros.,Ford, Maxwell, Oldsmobile, Star, Studebaker, as well 


as the 1925 and earlier models of Buick, Nash and Oakland. 
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for Economical Transportation 
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priced car—a new smooth- 
ness of operation—new flex- 
ibility—new swiftness of ac- 
celeration—new beauty— 
new comfort—these have 
been added to its already 
world-famous power and 
economy to make the Im- 
proved Chevrolet a _ revela- 
tion in low priced trans- 
portation. 


Just take one ride in this re- 


yed/ 


I A type of performance never 
before approached in any low 


a Revelation in 
Low Priced Transportation 











markable car—and you will 
be amazed to find that quali- 
ties, heretofore the chief ad- 
vantages of owning costlier 
cars, are now obtainable in a 
car of very low price. 


The introduction of the Im- 
proved Chevrolet marks an 
outstanding achievement in 
the automobile industry, an 
achievement doubly empha- 
sized because it is accom- 
panied by a substantial re- 
duction in prices. 


ON 


CHEVROLET MOTOR COMPANY, DETROIT, MICHIGAN 


DIVISION OF GENERAL MOTORS CORPORATION 


L 














Prices F. O. B. Flint, Michigan 
: Touring - - - $5 1 () Sedan - - - - $73 5 

: Roadster - - - 5 1 Q Landau - - - 765 

) Coupe ~m« 645 12 Ton Truck , 3 95 
Coach oe 2 645 1 Ton Truck ' 5 5 Q 


| QUALITY AT LOW COST 
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BROWN-LIPE GEAR 


Transmissions Clutches Controls 





TURDY and efficient chassis units are the best 
protection for the motor vehicle owner against 
enforced idleness and expensive repairs. 


For a quarter of a century Brown-Lipe Gear trans- 
missions and clutches have been noted for depend- 
ability, and it is this dependability that makes them 
standard equipment in most high quality trucks 
and busses. 





Our model 60 transmission, shown above, has 
seven speeds forward and two in reverse---and is 
particularly suitable for road-building operations 
and similar heavy work. 


Its extreme low speed gives a slow and steady ap- 
plication of power that starts a loaded truck and 
pulls it through soft going or up grades, where the 
ordinary result is repeated stalling and harmful 
strains on the engine and other moving parts. 


The extra high speeds permit rapid travel on good 
roads, with the benefit of more trips and increased 
earnings. 


We invite correspondence. 











 BROWN-LIPE GEAR CO. —— Syracuse, N.Y. | 


SAN FRANCISCO CHICAGO DETROIT $$ NEW yor LONDON, ENG. 4 
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Scientifically 


To center a piston in a cylinder, an innering must exert a 
uniform outward pressure on all sides. As that pressure is 
applied only at the crimps, they‘must have equal tension and 
be accurately spaced. Cutting an innering at the crimp de- 
stroys the tension at one point of contact and consequently 
destroys the pressure balance on two sides. Genuine 
Apex Innerings are cut 
between crimps so as to 
maintain an equal tension 
at all points of contact. 











Adjustable to any desired tension 


Tension in an innering is absolutely neces- Apex Innerings are made of special analy- 
sary to stop oil pumping and piston slap. sis Swedish steel that is more uniform in 
That tension must also be adjustable to thickness and temper than any other. It is 
offset the varying degree of wear in differ- | made to our own specifications, success- 


ent motors. Apex patented design makes fully withstands a temperature breakdown 
that adjustment possible and Apex In- test of 900° F. As pioneers we know what 
nerings give the proper tension in every steel is best to use—and what design will 
job. give the satisfactory results you want. 


Genuine Apex Innerings are guaranteed 
to stop oil pumping and piston slap with- 
out reboring or injury to the motor. 


The Jobber and Dealer Proposition 


If you haven’t yet received the new Apex dealer and 
jobber proposition, write for it today. 


THOMSON MANUFACTURING COMPANY 
DEPT. 7 PEORIA, ILL. 


GENUINE 
INNERINGS 


“Tf it isn’t an APEX—It isn’t an Innering”’ 
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NASH 


Leads the World in Motor Car Value 


January 21, 1526 
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Greater Power “ 

and New 
Smoothness 

Quietness 
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Announces the New 


“Enclosed Car” MOTOR 


Now Nash has solved the problem of 
providing power, speed, acceleration, 
quietness and long life, in a passenger car 
engine from a standpoint entirely new 
to the industry. 


Reversing general engineering custom 
which developed the motor to the open 
car standard.of needs, Nash has created a 
motor which endows the closed car with 
a radically new type of performance. 


Larger—and with 25% more power— 
this new Nash “Enclosed Car” motor 
gives to a Sedan the brilliant “liveness” 
and sparkling responsiveness that has 
hitherto identified the finest kind of 
touring car action. 


In all those qualities dear to your heart 


—smoothness, quietness and flexibility, 
thru the entire range of speed and power 
—Nash has literally re-created former 
standards. 


The thoroughly remarkable “pick-up” of 
this new “Enclosed Car” motor is vividly 
evident when you realize that it flashes 
from standstill to peak-speed in 23% less 
elapsed time than before. 


Yet it is so economical that consumption 
of fuel has not been increased one iota. 


And the design is such that with nor- 
mal usage you may expect the mileage 
to mount well up into five figures be- 
fore you give the motor the slightest 
thought beyond ordinary care in chang- 
ing oil. 
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Valve Grinding by Air 
~ Quicker 


126 





Compressed air is the most flexible power 
known. Man has used it for years, to tun- 
nel mountains, mine coal and iron, and 
—. quarry stone. 









Po pe 


Air as an economic factor is important 
because pneumatic equipment is far less 
costly than others. 
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Controlled speed | : ] ia URN _ 
(10 to /000- Oscill- , a deat 11 
ation permime 

Weighs only 4 lbs. : es 
Perfect balance 


PRICE {7 
$18.75 


F, O. B. 
Utica, N. Y. 
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the necessity of finishing off by the slow 
hand method. A Brunner Valve Grinder 
weighs from 3 to 6 lbs. less than the elec 
trically powered type and sells at a greatly 
lower price. 


‘i HE Brunner pneumatic valve 
grinder will grind valves in less 
time, with lower labor cost and always 
| do a better job than is possible with 
other equipment. 





Any garage compressor will operate the 
Brunner Valve Grinder — pressure required 
as low as 20 lbs. No modern garage can 
afford to be without this tool. A very few 
valve grinding jobs will pay for it. Mail the 
coupon for a demonstration in your shop. 


MFG. CO. 
N. Y. 


San Francisco, Cal. 


The principal feature of this new 
| Brunner pneumatic tool is its con- 
trolled speed. By an easy turn of the 
handy regulating valve the speed can 
be varied from 10 to 1000 oscillations 
per minute. Such a control eliminates 


BRUNNER 


Utica, 



















Cincinnati, O. 
Kansas City, Mo 






Brunner Mfg. Co. 
Utica, New York 


, B R U N N E R : Gentlemen: 
: Please send me your general cata- 


PNEUMATIC | log No. 21. 


\\ALVE GRINDER ~~ SA 


Street 


Toronto, Can. 














2761 
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r Gvery $ size and model 
7 entitled to the label ~ ~ 
“A WELL BUILT CAR” 


HE truth of that label is per- chassis reflecting the skill and long 
haps the chief reason that experience of the builder who 
Elcar dealers remain Elcar dealers. capped his achievement by giving 
How else account for such stead- to all models of the Elcar,a 
fastness than by fair treatment smooth flow of power, equal to 
and a product so sound that every demand for acceleration, 
servicing is easy, simple and flexibility and economy. 

profitable? That is the Elcar—every size and 
Every car comfort; the distinctive- model of which is powered by a 
ness of simple lines, gracefully Lycoming Motor—a Four, a Six or 
drawn; every part of body and an Eight-in-Line. 


LYCOMING MANUFACTURING COMPANY 


Makers of fine Fours, Sixes and Eights-in-Line 
WILLIAMSPORT :: PENNSYLVANIA 


4 








Motors 


ears Ahead in Automobile Motor Efficiency 
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1926 
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With this Curtis 
Flow Meter you 
can quickly as- 
certain the proper 
Curtis Air-Mist 
System for your 


needs. 
REMEMBER 
The Curtis Car 
Washing System operates on an air- 
mist principle, entirely different from 
all others. Other systems work on 
a fire engine principle of simply in- 
creasing the water force by means 
of air or other pressure—fine to put 
out afire, but not good for fine paint. 
TheCurtisSystemmixesthe ,@ 

air with the water to form 
a high pressure mist that 
cleans a car just as quick- 
ly but without danger of few 
scratching or 
marring the 
paint surface. 



























Sl = ranean AS , 
Established 1854 


MOTOR AGE 


URTIS 


1854 - Seventy two years - 1926 




















If you've ever felt the full force of a shower bath 
against your face, you will remember the sharp- 
ness of the spray and howit stung. So youcan 
| imagine what high pressure will do to the fine 

surface of a car. That’s what ordinary washing 
systems do. They merely provideincreased force 
to the water supply, shooting a jerky stream of 
water bullets. Only the Curtis has evolved the 
scientific ATOMIZATION principle—the cor- 
rect mixing of air and water in the exclusive 
Curtis atomizing nozzle. This results in a fine 
steady mist that soaks off mud and oil ina hurry 
and leaves the finish perfect and unharmed. 








Consider the difference between forced water and air-mist 


The correct atomization for your individual 
water-pressure is determined by the Curtis 
Flowmeter—an exclusive Curtis feature—and 
then an especially designed atomizing nozzle fur- 
nished to fit your requirements. This careful 
attention to detail is typical of Curtis Air-Mist 
construction throughout—manufactured from 
nozzle to air-compressor in the great Curtis 
plant, covering 1714 acres. Such designing skill, 
such manufacturing facilities assures your get- 
ting the most satisfactory and steady profit-pro- 
ducing car-washing system money can buy and 

puts you in a big paying business. ] 














Because Curtis takes the drudg- 


ery out of car-washing, it’s easy to 


get and hold good help—easier 


work for your help 
and more profitable 


for you. 


Mail this coupon for 
‘free illustrated booklet | _ 


| gap theme TE GU ET NERS ARNON cece mat at 
CURTIS Pneumatic Machinery Co. 
| 152% 1527 K.enlen Ave., ST. LOUIS, MO. ; 
ffice: 530-H Hudson Terminal, New York 
cheneetien send me full details on Cur. 
tis Air-Mist Washing System and quote prices. | 
 eiiensnconennupenmenetusesennns 


Address e*eeeeee eeeeeseoeeeeeeeeeee2eeee : 
Jobber’s Name.... 


(Ask about Air ie Compressors and Air Stands., 
ees ER MERTEN IN ROE et 
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TV, hata hata hata lhatalhata hats Lata hate hatalalalal, 


Walle Malle alla talte Nolte. 
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The Schebler 
Model “S” Carburetor 


has made good 


HE Schebler Model “SS” Carburetor has won [DUPONT | 
striking recognition among automobile manufac- 

turers because it improves on the best previous per- 

formance by giving exact carburetion. 
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Long and accurate research, thorough knowledge ' = 
of automobile requirements, and expert manufacture Rot | 
are back of the carburetor itself. | NUP | 

The Wheeler-Schebler Carburetor Company is Se 





building a product to meet the needs of the present 
day automobile. It is building this product to sell at 
prices as low as a good organization, with the best of 
equipment, concentrated exclusively on the produc- 
tion of carburetors, can build them. The expense of 
such a carburetor, meeting the practical requirements 
of an automobile, is justifiable in any manufacturing 
program. 





AUBUKN 


ESTABLISHED 
polele) 





ACCESSORY DEALERS: It is easier to sell 
Scheblets, with the high prestige they have won in 
the automobile industry. Write us for particulars. 
Your territory may be open. 


WHEELER-SCHEBLER CARBURETOR CO. 
INDIANAPOLIS 





1926—Schebler’s Silver Jubilee Year—Established 1901 


SCHEBLER 


Finest LARBURETORS 











Finest 
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Fifteen Thousandths in 
Twelve Minutes! 


That’s going some! 

















OSA 


But that’s what this mechanic did; 
he removed .015 from the walls of a 
badly scored cylinder in twelve min- 
utes with the 





And when the job was completed 
the cylinders were round and parallel. 
That's because the Hall gets both the 
oval and the taper, making it 
possible to fit new rings and 
pistons so accurately that the 
job doesn’t come back on 


Above is shown the Hall 
Hone in use in the shop of 
the Toledo Motor Mart, 
dealers in used cars. Read 
their letter below. 


HALL 
2-IN-1 HONE 


$35.00 


AT YOUR JOBBER’S 


\ 
The Hall is a two-in-one Hone, providing solid 


you showing oil passing, 
compression loss or crank- 
case dilution. 


pressure for sizing and spring pressure for fast 
cutting. Placed in the cylinder and the cones . ge 
tightened, two of the stones are pushed against the \ “ a aN 
cylinder wall at the point of the smallest diam- 
eter. As the Hone revolves, two stones, alternat- 
ing with the other two, do all the cutting until 
the hole is perfectly round. That's because all 
four stones are under equal pressure at' all times. 


ASK YOUR JOBBER 


Demand the Hall Hone from your Jobber. If your Jobber won't serve you, 
write direct to us for complete information on the Hall Hone and the profits 
to be made from its use. 


THE HALL MFG. COMPANY 
501 Hall Bldg., 1600-06 Woodland Ave., 
Toledo, Ohio 


In Canada: Hall Gear & Machine Co., Lid., Toronto, Ontario. 


Foreign Representatives: 


ENGLAND— } _ : 
WAY, DEME Isaac J. Burgess, London; AUSTRALIA—Sidney Airens, Sydney; NOR- 


Astrad NMARK & BALTIC STATES—V. Loweners, Oslo, Norway; BRAZIL—M. B. 
ada, Rio de Janeiro; ARGENTINE—Otto Eberson, Buenos Aires. 


. oe 
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‘Show It and Sell It’ 


—In Winter 


Times have changed. You know most motorists drive 
their cars all year ’round now—and during the winter 
months the puncture hazard is greatly increased—due 
to sharp, rutty roads, ice, nails, glass, etc., hidden by the 
snow. And it is a much more annoying matter to re- 
pair a puncture in winter than it is in summer. 


The Shaler 5-Minute Vulcanizer is the easiest and 
quickest way to fix punctures in winter as well as in 
summer. And it’s the only dependable way. Thus the 
useful little Shaler will earn steady profits for you dur- 
ing the dull winter months. Nowis the time to “SHOW 
IT AND SELL IT.” The steady repeat business on 
Shaler Patch-&-Heat Units will come without asking. 
Any jobber can supply you. Write for display material. 


C. A. SHALER CO., 202 Fourth St., Waupun, Wis., U. S. A. 


World’s Headquarters for Tire Repair Equipment 
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THE CHICAGO SHOW NUMBER 





February 4, 1926 


A tull and comprehensive description of everything 


new that appears at the Chicago Show will be given 
in this and other February Issues. 


Last Forms For This Issue Close February 1, 1926 
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Cash in from the start 
on this new trend in 


= | ya day finds more cars and 
trucks using aluminum-alloy pistons 
adopting 


—more manutacturers 


them as standard equipment. 


After a year or so of service, these cars 
will be overhauled. New pistons must be 
installed. They will have to be aluminum- 
alloy pistons. In the majority of cases, 
they'll be SKant-Skore aluminum-alloy 
Pistons—for Kant-Skores are fast be- 
coming the leading replacement piston on 


the market. 


You can build up a business on Kant- 
Skores that is right in with the trend of 
the times. That offers constantly increas- 
ing opportunities for profit. Kant-Skores 
are unique in the piston field. 
be fitted tighter than all others. Because 
the patented spiral slot in Kant-Skores 


They can 








automobile design— 


absorbs expansion. ‘That means no lost 
compression. No piston rattle. Less gas. 
More pep. A cooler motor—and a tickled 


customer every time! 


And Kant-Skores—together with your 
repair service—are advertised to your 
customers in a striking newspaper cam- 
Stock 
Kant-Skore Pistons. The outlay is mod- 


paign. It gets business for you. 


erate. The profits are excellent. See your 
jobber or write us direct. 


THE KANT-SKORE PISTON 
COMPANY 


Cincinnati, O., U. S. A. 


at-Skore 
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KESTER 
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Simple, Safeand Sure 
Requires Only Heat 


KESTER Acid Core SOLDER 


For general soldering and heavier electrical work. 
Self Fluxing—‘“‘Requires Only Heat.’’ Standard size 
No. 3 about 1/8 inch in diameter, runs about 30 feet 
per pound. Packed on 1, 5 and 10 pound spools. 
Special gauges also available. 


S 


Kester Metal Mender 
The Household Solder 
Here is the small package of Acid Core Solder. So sim- 
ple anybody can use it. Ten cans abdut 1/4 poun 
each are packed per carton. Ten cartons (100 cans) 
to the case lot. 


WIRE SOLDER 


——— SS ES = 





Kester Rosin Core Solder 


For very delicate electrical and radio work. Contains 
highest quality metals and rosin flux. Standard size 
about 3/32 inch in diameter, runs about 50 feet per 
pound. Packed on 1, 5 and 10 pound spools and 18 
inch sticks in 5 pound boxes. Spec 

available. 





Kester Radio Solder 
(Rosin Core) 
Safe, Sure and Simple — approved by radio engineers. 
less to the most delicate parts. Absolutely non- 
corrosive flux makes low-loss joints. Ten cans about 
1/4 pound each per carton. Ten cartons (100 cans) 
to the case lot. 
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A Fortune for You! 
In This Amazing New Set 


NO BIG INVESTMENT 


Here is the biggest opportunity ever put in your path. 
Millionaires have been made almost overnight in radio. Yet 
the New Ambu 5 Tube Set is one of the greatest achieve- 
ments in Radio today and offers a fortune to those who want 
to become partners in this great business. So selective is this 
set that it cut out KYW station, operating one block away, 


by turning half a point on dial. 


Two Amazing New 
Exclusive Features 


The AMBU FIVE has two features not to be found 
in any other set. The sub-panel is inlaid with cop- 
per that has been shot into prepared grooves so that 
complete assembly of set is simply a matter of screw- 
ing parts into place. Connections are automatic and 
everlasting. 105 points of contact, yet only 4 soldered 
connections. 


The AMBU all-wave coils, three sets of three coils 
each instantly interchangeable—enable the operator to 
bring in any stations broadcasting on a wave length 
of from 40 to 550 meters. Ordinary sets do not go 
below 20) meters. 


Hundreds of distributors, dealers in radio, battery 
shops, tire shops, garages, accessories and phonograph 
shops are cleaning up big with the AMBU FIVE. 
Our plan enables you to sell radio without a big 
investment. All you need is a demonstrator Set. We 
carry the stock for you. You buy at Jobber’s prices 
and sell at a handsome profit. 





READ 


Heard KDKA today 
on 58 meters. I am 
half a block from 
WGN and bring in 
out of town stations 
with the AMBU 
FIVE without inter- 
ference. 


R. Peterson. 


Ship 10 AMBU 
FIVE’S at once. 
The 2 I had were 
sold last night and 
I have many other 
customers who heard 
demonstrations and 
who want the set. 
AMBU FIVE is the 
greatest bargain in 








GENUINE SOLDER 





CHICAGO SOLDER COMPANY 
4203 aemeer Avenue, Sateen U.S.A. 


Originators and world’s largest 
manufacturers of Self Fluxing Solder 
© 


© 
Your Jobber Can Supply You 











radio. 


Worth $115, Sells for $75.00, J. McNAMARA. 





You Make $32.00 AMBU PLAN 
The Ambu Five if sold thru Jobbers would retail MAKES YOUR 
for more. You buy at Jobber’s price and sell for DEMONSTRA- 
$75.00. Make a handsome profit and undercut all TION 
competition. The demand is so great you can make 
big money at once. Don’t delay—You will profit by SET—FREE 








sending coupon. 


Mail Coupon for Plan 


Fill in and mail this free offer coupon at once. Get full details of this Amazing 
New Ambu Five. If not selling radio now, here is a quick, easy way requiring 00 
big investment by which yeu can clean up. If already in radio business, Ambu 
Five will double and treble your profits. Get this coupon in the mail today for 
free facts. No obligation. 


AMBU ENGINEERING 
INSTITUTE 


Radio Div. 16-A 
2632 Prairie Avenue Chicago, Ill. 


— —— a Gees aueSs aeETES “comes am ee Ge eh meee em mesa ee 





Ambu Engineering Institute 
Radio Div. 16-A 
2632 Prairie Avenue, 
Chicago, Illinois. 
Send me free, complete information and prices and tell me how I can make big 
money in radio as representative without investment in stock 


Name ——! 








Address — 


City State 








cabbie Check here if interested in Radio Training. 
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A $78 sale hanging 
fire... both garages 


equally near... 
which one will get it? 


ARNOLD needed two new tires. It was a toss-up 
between the Central Garage and the Umited— 
until he remembered a day last summer. A day 
that was spoiled by a slipping, ill-fitting fan 
belt he got at the Central. So he nosed his car 
about and. drove down to the United. 


Graton & Knight Leather Fan Belts give 
your customers honest, long-term service. They 
are tanned to resist oil, dust, water and heat. 
Work at low tension. Stretch little. Seldom 
require attention. 


Give Graton & Knight Belts a fair chance 
and they’ll convince you that fan belts are real 
profit-makers—not merely something you must 
carry to fill the occasional demand. ‘The 
Graton & Knight handy display rack keeps 
them selling steadily and easily. Our quick 
turnover system lets you keep a minimum stock. 





You service more cars with a smaller stock and 
consequently get a quicker turnover and a 
larger return on your investment. Carry end- 
less belts for the more popular cars and roll 
belting which can be cut to fit the others. 


Graton & Knight Belts—Flat, “V” and Link 
“Vv” types—are priced to bring you good 
profits. ‘The sales plan behind them puts new 
life in your fan belt sales. 


Send in the coupon 
for full details. 


—. 
Mei. TN5e), 





KNIGHT J 


GRATON & KNIGHT 


Standardized 


LEATHER BELTING 


e MAIL ME TODAYe 


THE GRATON & KNIGHT MEG. CO., Worcester, Mass., U. 8. A. 
Send fan belt information: 101-G 


Name. 
Company.. 
Piace 





ee 

















Prices, quality for quality, § to 10% lewer than the field 
Tennere—makers of delts, strape, packings, fan belts, lece leather, ete. 
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MAGNETO 


“Standard of the world” 
nse ae enimtemnitnrrennnnerinncctiommmntml §6forover 35 years. AUtO- 
————— <1 49s MOtive equipment for 
Motor Boats, Passen- 
ger Cars, Motor Busses, 
Commercial Cars,Trac- 
tors and Gas Engines. 


A TYPE FOR 
EVERY PURPOSE 





of Original Bosch 
Magnetos know the 
meaning of dependable ignition 





Practical, automotive experience, the 
use of only the finest materials obtain- 
able; accuracy of design and painstaking 
attention to details of manufacture, are 
the factors that combined, years ago, to 
establish the original Bosch Magneto as 
‘Standard of the World”’. 


Today, these same good qualities have carried 
on to the extent that now over 3,000,000 owners 
of original Bosch Magnetos know the meaning 
of dependable ignition under all conditions. 


Sell Bosch Ignition Equipment to those of 
your customets who own motor busses, commer- 
cial cars, gas engines and tractors. There are 
good profits, good will and a ‘reputation for 
quality goods in store for the Automotive Equip- 
ment Dealer who handles the original Bosch line, 
including magnetos, generators, spark plugs, 
starters, etc. Write for schedule of prices. 


Robert Bosch Magneto Company, Inc., 109 
West 64th St., New York, N.Y. Chicago Branch: 
1302 South Wabash Avenue. 


This trade mark and the name ‘“‘Robert 
Bosch”’ are your guaranty of original 
Bosch quality as known the world over 
since 1887. Specify ‘‘Robert Bosch”’ in 
order to get the original and genuine. 


Wosel 


ROBERT BOSCH MAGNETO COMPANY, INC. 


No connection whatsoever with the American Bosch Magneto Corporation 
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~<canpgaanisiemeal SPIRAL EXPANSION 
ac rae ALIGNING REAMERS 


Make piston pins FIT 
WILL NOT CHATTER 


COLD WEATHER > St 
OIL TROUBLESe Ask Your Jobber 













An exhaust device that insures lubrication to Watervliet Tool Co., Inc. i = 

1037 Broadway, Albany, N. Y. — 
your motor through the coldest weather. : New York: 1780 Broadway ; Kansas City: 71! Mutual Bidg.; 
It heats the oil screen, where the trouble arises, San Francisco, 661 Turk St 








and does it quickly—Dash Control—Your motor 
gets lubrication promptly in all kinds of weather. 
Write for further information, stating make and 
model of car. 


(for all Coleman Crank Case Oil 


| 








EATON 
SPRINGS 


There’s an Eaton Spring made expressly to fit any 
car, truck or bus 









bose ' Heater Co. | The Eaton Bumper & Spring Service 
, SS 2... C 
F ords) Lincoln, Nebr. Box 869 L en ge 


























"K Siclegage 


A gasoline gauge on the dash. Note full 
page adv. in colors in this issue. Write for 
description and proposition to the trade. 
KING-SEELEY CORP., Second St. 
Ann Arbor, Mich. 











BEARINGS 
Plus SERVICE 


The services of our Engineering Department are always at 


the command of users of Angular Contact Radial Bearings 
or Angular Contact Thrust Ball Bearings. Years of prac- 
tical experience are often valuable for savings. . N ~W CC. 


Won’t you get in touch with us? ) | 
THE BEARINGS COMPANY OF AMERICA ca 6) Ex pace == OG 

ami) “el” Te . 

© Qs 


LANCASTER, PENNA. ea 
Detroit—Philadelphia| 












































Western Sales Office, a at 
1012 Ford Bidg., 


Detroit, Mich. Budd Wheel Company 


A New Chapter TAKE THE END-PLAY OUT? 
Every Thursday —WITHOUT PULLING THE MOTOR 


The C, A. ADJUSTABLE CENTER BEARING CAP cor- 
Each issue of MOTOR AGE is a new Sanest <ikdomay wanes taney the sume” tear 
chapter, continuing the story of the de- 
velopment of the industry. 


and quickly installed. Guaranteed for one year. List 
And for those who apply the new ideas it gives 


price $3.75. Ask your jobber or dealer or write us direct. 
ADJUSTABLE BEARING CO., Inc. 

them, it also continues the story of the 

development of their individual success. 


Pat'd 3 7-22-'22 Dept. M. Brazil, Indiana 
Read MOTOR AGE every week. aw n e 2 
/\oTOR AGE. SOLID COPPER 


STORE 1ee 


5 So. Wabash Ave. Chicago, Ill. Write for Special Book Garage Front 
THE KAWNEER CO., 3224 Front St., Niles, Mich. 
































































































HAULS THE 
HEAVIEST 


Cold- 
Drawn 
Sockets 























OWERSTEEL 
TRUCKLINE 


HO Coles HF. 


FOR ALL C $15 to $40 


SHOCK PNT) AE 
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Not Sold as a Noisemaker 





Always a live item as every motorist wants to keep his 
engine in perfect running condition and will buy a tun- 
ing up valve. More and more they buy Petrys. 


Made in sizes to fit all cars. Special Ford and Chevrolet 
models. Pedal and dash contro] types. 


Ask your jobber for our entire proposition. 


N. A. PETRY CO., 


Rap ta US. Pat. OF. 


340 N. Randolph St., Philadelphia, Pa. 


Pacific Coast Rep.: Norman Cowan Co., 451 Rialto Bldg. 
San Francisco, Cal. 


PE TRY 7 Justin Valve 
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Bay SMOOTH-KUT £&xransion 


REAMERS 
(TRADE NAME REGISTERED) 
With FULL spiral flutes that shear metal clean. 


They cut a 
round, smooth 
hole without 
chatter—keep an 
edge longer and 
are reground by 
us at cost. 


we rn ns re rn mannan 


Patented 
April 7, 1925. 
Avoid inferior 


— 


mene = 02 5 mliieatll tlc a 





imitations. FS > niin 
ae SS — «~, a a ee 
Order through ee ee 
Jobber. — 


Millersburg Reamer & Tool Co., Millersbure, Pa. 




















TURN WASTED TIME 
INTO MONEY! 


Every Purchaser Finds “Numerous Uses for the 
Torit Acetylene Torch N°13 


Uses cAcetylene Only. No oxygen 
or air pressure required; tips suck / 
inair. Simply connect to Presto 
auto tank, light gas, and the outfit 
is put to work. Beats anything 
you ever tried for soldering, —_ 
ing, melting orlight brazin 

sists of 4 tips for different Ende of of e! 


work, soldering copper, 5 ft. tubing, tank connection. 


















ST.PAUL WELDING & MFG.CO. 169 Third St., St. Paul, Minn. 




















SPECIAL Oseo CAR BARGAINS 
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You should put your cars in the show window with GOULD 
ADVERTISING STENCILS because: 
1. They DO help to sell cars. 
2. The display goes on the inside of the glass away from 
injury. 
3. It invites used car prospects in—folks who hesitate to 
come into a new car palace to inquire for used cars. 
4. The display is readily legible from the street. 
5. Cars on the window are instantly recognized (an in- 
valuable merit in show window advertising). 
6. These displays reflect the character of an energetic, 
progressive house. 
7. They do not whisper; they shout your personal message. 
8. They are easy to apply, always ready, inexpensive. 
9 = are used with whiting or any of the water-mixed 
colors. 
10. They are in use with gratifying results in all the large 
cities of the North-Central states. 
The set consists of three marginally indexed books full of stencils 
(140 stencils in all) 
The EMBLEM BOOK contains the emblems of 30 popular 
makes. 
The NAME BOOK contains the names of 35 popular makes. 
The VOCABULARY BOOK contains body models, years, 


prices, borders, miscellaneous words. An instruction sheet is 
included. Price of the Complete Set, $15.00 

AGENTS WANTED 

Mail Your Order to 
GOULD ADVERTISING STENCIL CO., 4742 Fischer Ave., Detroit 
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\ 
Here’s One That Will Sell 





Care in selecting your stock in February is 
going to make all the difference in the world 
when it comes time to count your profits in 
May. 

The accessories you decide on must be the kind 
that sell. Turn-over is what makes money. 
YA-VA-PATI Onyx Gear Shift Balls move fast 
through stock. Returns are quick and certain. 


Ask your jobber, or write us direct 
giving his name 


Yavapai Onyx Mining Corp. 


Automotive Division 
Dubuque, Iowa U. S. A. 




















WELD ALUMINUM 


Easier than cast iron by using 


PIERCE’S ALUMINUM FLUX 


It flows the metal together without puddling,—saves time, labor and gas,— 
makes a better weld. 
Used by good welders everywhere. Any welder can successfully weld aluminum 
with this flux. 
Sold on a moncy-back guarantee. Price $5.90 per lb. Delivery free in U. S. 
Manufactured and distributed by 
R. H. PIERCE, 910 JEFFERSON STREET, EUGENE, OREGON 











BRAD-CUPS 
The Lerfect Spring Oiler 
(Pat. 9-24-18) 

Write at once for our proposition. 


C. GOODWIN BRADLEY, Inc., Syracuse, 
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January 21, 1926 


















RAMCO 


INNER RINGS 


fit behind piston rings and keep them in perfect con- 
tact with the cylinder walls at any motor speed or 
temperature. 


RAMSEY ACCESSORIES MFG. CORP., ST. LOUIS, MO. 























Sells Quick at 





TASCO 




















Gas Gauge for $1.25 
FORD etail 
CHEVROLET and 


OVERLAND f/ 


THE AKRON-SELLE CC 
Akron, Ohio 




















Simplicit 


Qa ——CTREBORERR AND GRINDER 
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PROTEX sely Stow Ski 
TIRE CHAINS (ne*Oiutely Stop Skid 


Protex Chain Co., Inc. 2" prevent slip. The first scientific 
Waynesboro Pa anti-skid device. 
> J 7 























A big money-maker in any automobile repair shop or garage. Ask for free 
demonstration in your own shop. 

Simplicity Manufacturing Company 
Port Washington, Wisconsin 


Z 
Z 
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[ff paasean eee) Less 


Zenith - Detroit Corporation, Detroit, Mich. 











to carburetor and motor. 


PRO sCTOMO]() | D 
Perfect Positive Protection 
Filters all dust, sand and grit out of air supply | () 
Write us for facts. 
STAYNEW FILTER CORPORATION 


Rochester, N. Y 


EFFICIENT 





























SAiny Motor Will Run Better With A 
PINES AUTOMATIC 


INTERFRONT 


TRADE MARK REG. U.S. PAT. OFF 
tials 


Splendid Profit, No Servicing 


There is only one Winterfront. It is made by Pines. 
Distributors have stock for immediate delivery. 
Write factory for name. 


Pines Winterfront Co., 412 N. Sacramento Blvd., Chicago. 


— —_——— 









































Bumpers, tempered and nickel-plated 
by our exclusive processes. Strong 
brackets, fit all cars and bumpers. 


GEMCO MFG. CO. 
. 760 — Se St. A 
“AN Milwaukee, Wis. ae al 


——— 


















Write 
for Catalog 














FREDERICKS 
Rewinding Servs 


NEW Profits from Rewinds—See page announcement every 4th week. 
Write for latest price list. 














The H. M. Fredericks Co., Lock Haven, Pa. 








KISSEL 


CUSTOM © BUILT 
Kissel Motor Car Co., Hartford, Wis. 























WELEVER 


“QIL CONTROL” PISTON RINGS 


The Motor Necessity That Has Made Good 
Backed by Seven Years’ Satisfactory Service 


THE WEL-EVER PISTON RING CO., TOLEDO, OHIO 


Sold most everywhere. If your dealer cannot supply you write us. 




















Valve Face Grinding Machine 





y, 
"ate wy, oo” 
ney gat? | 
Before you buy any valve grinding machine it will pay you to investigate 
the “Sioux.”’ Nothing like it! 


Ask Your Jobber About It. 
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BRANCHES 


AHLBERG BEARING COMPANY 


521 EAST TWENTY NINTH STREET. CHICAGO ILLINOIS 





Albertson & Co. Sioux City, Iowa 
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FROM THICK 
TO THIN 


DOWN TO THE 
LAST PLY 
IT HOLDS 


Hydraulic £, ompressed 
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| y sae aig creas “As Silent as a Shadow” 
| 


E offer you exclusive territory anda permanent business. Westart you with 
¢ 
Quincy Compressors 
\s MODERNOLA COMPANY, Inc., Johnstown, Pa. ' Illinos 
uinc inoe#s 
ye DELANO RADIO Gran 1.5 


[S exclusively to handle the products of the foremost radio designer of the day. 
Get in touch with your Jobber at once —or wire Sales Department, giving his 


a complete set at a price that beats competition, and the opportunity 
name and address. 






































Rubber Tubing for the Trade THE WALDEN FORE-LITE 


EKLA radiator hose—All-Rubber or Cloth- 


- : - diator and operated like a 
Inserted, tire pump hose and windshield Mounted ahead of the ra 
wiper tubing, all in standard lengths, will spotlight from the instrument board, the WALDEN 


Fore-Lite satisfies a need hitherto filled by make-shifts. 
show you better profits and your custom- Universal fittings. Selling fast wherever introduced. 
ers better service. 


aK Y ° ite us direct, giving his name. 
Insist on EKLA Brands when buying Ask your jobber, or write us ct, giving 


these items. THE WALDEN CO. 
THE Se ANY 1114 S. Michigan Ave. Chicago 


| Hehers 


ON CE EVERY WINTER The Modern Spring Rebound Controls—Fast—Noiseless 


One filling protects radiator Manufacturers: CHICAGO ROLLER SKATE CO., CHICAGO 


from freezing all winter long. Cushers Sales Dept., Fulton-Dean Co., 332 S. Michigan, Chicago 


BOYCE & VEEDER CO., Inc., Long Island City, N. Y., U.S.A. 




























































































Cash in on Thie Profit Maker! ve 
UNITED STATES | Built by the old- .. M7 aN 
Portable Electric | orate Il) || 7@ze/(ée, PEDAL PANTSFI# 


Portable Electric Keeps cold air from whizzing through floor open- 
Drills in the ings in Fords, Chevrolets, Dodges, Stars, Grays, 
World. Overland Fours. aA sure-fire hit when the ther- 


mometer drops. 

















} Sells quickly—adjusts URKEE- OD 
catalos 105 THE UNITED STATES ELECTRICAL TOOL CO. mithout tools — bis | Yummearoue usa 


Cincinnati, Ohio, U. S. A 











profits. 
| Ask your jobber today. 


CRANE GATES VULCO 


Wheel and Gear Pullers Fan Belts and Radiator Hose 


CRANE PULLER COMPANY Made By 
South Deerfield, Mass. U. S. A. The Worlds Largest Makers of Fan Belts 



















































































The SO-LO JACK 


$6.00 Retail 


4%” LOW—HIGH 15%” 
(Working Range 5”x15%’’) 
The REAL Balloon Tire Jack 
All Steel Construction 
POWERFUL—STURDY—EASY TO OPERATE 


AN po, eg 
A Sure Seller with your Trade a e 


SO-LO JACK CO., Inc. The Packard Electric Co. 


537 Commonwealth Ave., Boston, Mass. 
















































































_ CLASSIFIED ADVERTISING PATENTS & PATENT ATTORNEYS : PARTS 
1e PATENTS & PATENT ATTORNEYS Attorney-at-Law and Solicitor of Patents AUTO PARTS 
wen steeunnnonnes ' CcccceccecececeececeeeeososeeT : F ] M - ag tera U t wl SAVES 50% To 75% ON ALL CARS 
: = = Formerly ember Examining Corps, nited : aie eo 
rate : = = States Patent Office _ Ree BO "aan eto. Wire e Write 
> = = American and foreign Patents secured. Searches made 
Bit ty EF “Pet te F coe NL NCAPITOL AVE, INDIANAPOLIS, IND 
: Secured Trade-marks and C ights = :*~ - , WRE 
ea Pee 6 EF McGill Building, WASHINGTON, D.C. a ne 
wa | : Registered a arrears i A A eit 
: Prompt service. Highest references. : PARTS 


Established 1864. 

: MILO B. STEVENS & COMPANY 
: Registered Patent Attorneys 

: Offices : 639 F St., Washington, D. C. 








=| 


HOUSE OF A MILLION : WANTED—RACING CAR 
AUTO PARTS : 


> The largest stock of mew and used car and truck : 
- parts in tke world. We have everything. Always WANTED—Duesenberg Racing Car, straight eight. Must 
- mention model and serial number in order. Write 








t : us. All inquiries answered promp ty. nm be cheap for cash. Give full details first letter. Address 
: 10 Monadnock Block, Chicago, Ill. : : tire tn hes i Glen Box 6257, Care Motor Age, 5 S. Wabash Ave., Chicago, 





Ill. 
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Dealers Make 
HANDSOME PROFITS 
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by Securing 
italia Not Something Just Different— The ene Se is published 3 a —ae he: not as 
‘ ry . . . a part of the advertising contract. very care wi e tak 
Not Just a Substitute—But a New index correctly. No allowance will be made for errors or failure 
| | Principle Guaranteed to Give Per- to insert. 
y ieee fect Results. 
) Ki 
. Ki 
Ki 
Easily A. C. Spark Plug 59 Durkee-Atwood Mfg. Co... 7 
| Adams Springless Susp. Corp..... 78 
Installed Adjustable Bearing Co., Ince..... "4 
Ahlberg Bearing Co................ ------ 76 - 
| Eaton Axle & Spring Co... 1 
Akron-Selle Co. .............--.------++---. 76 Li 
Eclat Rubber Co... 5 
itis cnciecnncccencncccenscn es 76 ' 
‘ 2 Empire Tire & Rubber Co.__ i . 
& ~ Ford Model Allen Mfg. Co., The................--.--. 74 
° -_ Bolts on Rear Axle Ambu Engineering Institute.... 72 
° . American Chain Co....................... s 
Sold at a Reasonable Price. Carrying wer 
: “ Fostoria Screw Company........... 53 Mg 
a Liberal Discount — 
Fredericks, H. M., Co... ulate 76 Mi 
Easily sold, they sell their friends and remain sold because “ 
they cannot get out of order and require NO attention 
during the life of the car. Bearings Co. of America............ a4 
Magneto Co....... 7 
Write for attractive proposition and illustrated booklet today Ey SR, SN Soe ” Gates Rubber Co... . 
° . Boyce & Veeder Co., Inc............. 77 
Not a snubber No springs, straps or cables Gemeo Mfg. Co.........0....0...00..-..00... nd Ne 
Not a shock absorber No friction plates to adjust S.C SM... ‘6 Gin Mfg. Co. _ 59 
Not a stabilizer No parts to stretch or break Broderick & Bascom Rope Co. 74 a ” 
: . . . ou vertising Stencil Co..... 75 
Not an air spring No valves, air or oil required icici, Mit Whence eoseceenans oz tone min 
e . raton night Mfg. Co........... 73 
But a Shock Eliminator Brunner Mfg. Co. 65 
FULLY PROTECTED BY PATENTS Won Wineel Caq.........-ccocccececccco. «csc 74 
Oa 
Perfect Results at Last 
Hall Mfg. Company...................... 69 
Holmes, Ernest, Co.. . 
Chandler Motor Car Co............... Hornblower & Weeks.............. ° © Pa 
Back Cover Hupp Motor Car Corp.....2nd Cover me 
e 
Chevrolet Motor Co. 61 Hyatt Roller Bearing Co........... 49 P; 
ie 
Chicago Roller Skate Co............. 77 
Pir 
Chicago Solder Co......................... 72 
Pis 
Cincinnati Victor Co. 1 Ps 
Jordan Mot ...Front Cover . 
Classified Advertising Section.... 77 a ee Se eer Py 
( 
Coleman Crank Case Oil Heater 
Co. 74 
Crane Puller Co. 47 
Model B Kant-Skore Piston Co...... init 
del Curtis Pneumatic Machinery 
For All Other Cars Co. 67 Kawneer Co. rns Oui 
Ad Spring! i 
ams Springless Suspension Corp. 
NEW HAVEN, CONN. 
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King Quality Prod. Co. 80 
King-Seeley Corp. 55 & 74 
Kissel Motor Car Co. 16 
Laminated Shim Co. 3 
Lincoln Products Co.... ctsencecennees 74 
Lycoming Mfg. Co. 66 
Manley Mfg. Co................. 3rd Cover 


Millersburg Reamer & Tool Ce. 75 


























Modernola Company, Ince............. 77 
Nash Motors Co. 64 
New Departure Mfg. Co............. 58 
Oakland Motor Car Co....... 56 & 57 
Packard Electric Co. V7 
Petry, N. A., Co., Ine. 15 
Pierce, R. H. 76 
Pines Winterfront Co. - 76 
Piston Ring Co. - 51 
Prest-O-Lite Co., Ine. .. 60 
Protex Chain Co., Ine. 76 
Quincy Compressor Co... 17 


yng $s 4} 


Ramsey Acc. Mfg. Corp 


St. Paul Welding & Mfg. Co 
Shaler, C. A., Co. 
Simplicity Mfg. Co 
So-Lo Jack Co., Inc. 
Staynew Filter Corp. 


Stevens & Co. 

















Strom Division, 


well Corp. 


Studebaker Corp., The 


Stutz Motor Car Co. 


Thermoid Rubber Co. 
Thomson Mfg. Co. 


Timken Roller Bearing Co 


U. S. Elec. Tool Co. 


Walden Co., The 
Watervliet Tool Co., Inc. 
Wel-Ever Piston Ring Co 
Wheeler-Schebler Corp. Co 


Whitney Mfg. Co. 


Yavapai Onyx Mining Corp 


Zenith-Detroit Corp. 
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“and now I[ 
can forget 
my chain troubles”’ 


wae 
i¥ ¥\ 


il ‘\ 
wate 
hhh aoe 





That is the thought that 


your customers can drive 
away with when you have 


equipped his motor with 
ee 








SILENT fneecneee CHAINS 


The reason, of course, is the wonder- 
ful reputation for 


HIGH MILEAGE 


which has been earned by 


years of wonderful perform- 
ance in all kinds motors and 
under all sorts of conditions. 


Ask your jobber 


THE WHITNEY MFG. CO. 


HARTFORD Connecticut 
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forthe best names to give thism man 


HIS MAN is going to work for you. It’s 
up to you toname him. We want a name 
something like ‘‘Profit Pete,’’ because he is going 
to show you how to increase your profit by 
saving shop time in handling replacement parts; 





or ‘‘Quality Cal,’’ because he is going to show 
how you can be sure of quality in replacement 
parts; or “Tim True,’”’ because he stands for 
*faccuracy first’. A clever snappy name that 
suggests all of these ideas will win the money. 


To the five persons who submit the best names we will give the following prizes: 


First $100; second $50; third $25; fourth $15; fifth $10 


Read contest rules below—then mail suggestions today! 





Here are the conditions—Mail your sug- 
gestion on the coupon in this advertise- 
ment. Write or print plainly, and fill 
in your full name and address. 

Contest closes at midnight March 1. 
All entries, to be eligible, must be post- 
marked not later than that date. In case 
of a tie, duplicate prizes will be awarded 


KING QUALITY PRODUCTS, Inc., 


tying contestants for the prize tied for. 
The decision of this company will be final. 
Contestants may submit as many names 
as desired, but no more than one name 
shall be submitted on the same coupon. 

Additional coupons may be had on re- 
quest. Write our Buffalo office mention- 
ing this magazine, 








Decisions will be made by officials of 
this company as soon as possible after the 
contest closes and announcement of the 
winning names will be made immediately . 
thereafter. 

It is understood that the advertiser shall 
have the right to use the winning name 
in any way he sees fit. 


BUFFALO, N. Y. 





COUPON 





King Quality Products, Inc., Dept. F, Buffalo, N. Y. 


I suggest the following name for your service man: 


Signed 


Address 


Name of Company 
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Wj from ground or 
[mm from car. 





Auxiliary Winch 
disengaged to al- 
low cable to run 
out quickly. 

Auxiliary Winch 
with 100 feet of 
steel cable and 
hook. $55. 


















MANLEY CRANE No. 107 


All the points of superiority of the famous No. 101 214-Ton Manley Crane are retained | All the Manley Wrecking Cranes 


in the New No. 107 Manley 314-Ton Crane. Additional features have been added for | are Simple in design---Tremend- 

greater efficiency of operation, increased speed, greater pulling capacityand heavier work. 4 ously Strong---Efficient~-Easy and 
1, Beam is double trussed steel channels. . Convenient to operate---Compact 
2. The top extension is trussed for strength. 7) and Easy to Install. 


: eg pend cng an cary ae 3] Watch for them on the road. 
5. Tilting and balanced beam distributes load on chassis. hs There are more Manley’s than 
6. Tilting beam adjustable for height and overhang. | 4] any other make. 

7. Deep overhang allows a complete car to be swung under beam. oe MANLEY CRANES 

8. Gearing built in saddle. 

9 


. Single reduction gears with triple chain. Can be used with single, double or eee ARE ee a” FOLLOW- 
triple chain as desired. __ | . ' : 
10. Pawls on gears provided with positive lock. No. 101 2%-Ton $100 
11. Hoisting drum may be disengaged to run free when pulling out chain to make hitch. No. 107 3%-Ton $135 


12. Hoisting drum may be ane as — a No. 105 5-Ton . $275 
13. Gear ratio greatly increased. Will lift more with less effort. , 

14. Ground operated from either side. Order from yous jobber NOW 
15. Platform operated from either side. + and avoid delay in delivery. 

16. Ground operating position low and ahead of. fender. 
17. Simple, Efficient, Compact, Easy to Install. 


Get a Mz 


‘< GPs P A as 8) oo OA ini it Pee Cs, SREP eae ee A % . 
ad 0% a PR Ne oe ens ore oe Lae Se Fh ects i>, 
PEROT et WA, NABBLE Sho RN aie Oe alee Seen gee” 


Your Jobber Can Supply You O 
Write for new 1926 catalogue —, 
of the complete Manley Line : | 
including many new items. | 


, C2 ae Ph sion i ae oe re 4 cht S se} Spe Ts Bales hits PEE Ce, Of 4 te ae 
BANE SS of See Ses 7 3") Ne Bae EM RS aap: SO RD 2 eg een ee a 
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MANLEY 31, $135 





The MANLEY MFG.CO. 
York, Pa., U.S.A. 
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‘‘Progress Wears the Chandler Name- Plate” 
“Quality Now Talks Price” 





HE fine showing that Chandler 
has been making at the various 
1926 Automobile Shows has re- 
sulted in a large number of appli- 
cations for the Chandler franchise. 


In looking over all the automo- 
bile offerings of the year, dealers 
have seen at once the many advan- 
tages which give the new Chandler 
a kingpin position in its price group. 


As dealers, knowing what the 
public wants in a car, they realize 
the strength of Chandler’s appeal 


to buyers who know automobiles. 


There is no secret, either, about 
the big increases taking place in 
Chandler sales. When a Chandler 
dealer demonstrates the new 1926 
Chandler, the sale is nine-tenths 
closed. Chandler beauty, Chandler 
power, Chandler’s new low prices, 
and the fact that all new Chandlers 
have the “one shot” lubrication 
system—these are things that sell. 


Excellent opportunities in pros- 
perous territories exist for dealers 
and distributers of the right sort. 
Write or wire for particulars. 


NEUE OOTY oR eR DERE sO eS es 








THE CHANDLER MOTOR CAR COMPANY, CLEVELAND: Export Department, 1819 Broadway, New York City 


CHANDLER 








